alotninum  com  market! 


aium"-  -  ,j,e  marR<:?'- 

__  the  finest  on  ^^^^5 

‘'“°  rco..binolio"  window 

^Tnpi^  >lidp  P'»'«'l‘>'’ 

outside  access! 


It  Of  oui»-"-  .... 

‘7‘’':‘;  Tp-orkeH 

lATiC  -  - °  . .  ^  •‘'■"'' 

lOM-  -  ■ 

MRTIC  OOTSIWC  --  rasef’^®^’  ^'"j 

rSTO  ■  -  ■ 


„„,.id. “I" , 

",  seal  entire  opening! 

or  metal  ndows  and  doors 

ood  combination  '-'"f  weather- 

redwood  C  WIT 

-  "'Tond  .b<I.P9  .‘■‘I’l 
Stripping  ana _ 


.  „  screen  dn®"" 

”"'"”"rhaH  screens,  and 
’“  erred  P®rch  enclosures 
Lplete  line  «o- you 

;-„rS‘  n- 


(fo  alieacl,  ^rll  all  llie  roniliination  Hin- 
(loHn  you  Haul,  becaiific  Aliinialir  will 
(leliter  'em!  .Aliimalir  lian  llie  nioni  roni- 
plele  lino  in  aliiniiniini  and  wood  and 
tlii>  nieaii!>  you'll  make  money  thin  year 
if  you  ^ell  Aliimalie  prcMlueln!  Vl'illi 
Aliimalie,  it'll  Im'  brighter  for  you  in  '52! 

j  More  fine  national  ailvertining 
j  in  more  magazine*  than  ever! 

^  .-Ic/c/ed  technical  field  serrice! 

Increased  tale*  promotion  aid! 

yy  V  idened  di*tribution  point* 

/  for  fatter  tercice! 

y^'~.4ll  Alumatic  product*  bear 
r  V  the  Good  Houtekeeping  Seal! 


otic. 


CORPORATION 
OF  AMERICA 

20t1  S.  56tk  STRUT 
MIIWAUKIE  14,  WISCONSIN 
fastarn  AttamUy  P»M 
RATiRSON,  NEW  JERSEY 
h*  Camadat 

Alaunliivni  RM(.  Rrsdwct*  Co.  ltd. 
Windsor,  Ontario 


J  I'd  like  to  itel  in  that  bright 
future.  Send  me  details! 


Sofid  coupon  today  —  insure  your  business  future  I 


i 


WHEN  YOU  SELL  M.UMATK  PRODUCTS,  you  toll  tho  Ruottl 


I 


PATENT  PENDING 


Made  of  Miracle  Material 


no  shortages  —  no  limit  on  sales 


lets  soft  light  filter  through 


sealed-in  color  all  the  way  through 


Now  Available  to  Competent  Companies: 

K.D.  Manufacturing  Plant— Small  Investment 

Be  able  to  manufacture  the  finest  Awning  on  the  market,  and  sell  it  at  prices  your  competition  can't  touch. 
The  complete  line  of  STAYLITE  Awnings  includes  Stationary  Awnings,  Venetian  Adjustable  Awnings  and  Jalousies  having  either 
horizontal  or  vertical  louvers. 

We  invite  you  to  visit  our  new  plant.  Write,  wire  or  call  for  additional  information. 

StciM  INDUSTRIES,  /nc. 

807  MARKET  STREET  YOUNGSTOWN  2,  OHIO 


BUILDING  SPECIALTIES 


^  GENTLEMEN! 

HERE  IS  ABSOLUTELY  THE  GREATEST 

^  PROFIT  mKER 

IN  THE  BUILDING  SPECIALTIES  FIELD! 


with  the  FIRST  and  ONIY 

^PENSION-GRIP"  LOUVER  CUP/ 

/  /' 

CLASS  SUPS  IN'  CLICKS  TIGHT J 

Now  you  can  throw  away  those  glass  installation  tools!  No  more  difficult, 
messy,  time-consuming  clip  bending... no  more  breaking  glass... no  more 
binding  louvers!  The  amazing  new  Tension-Grip  Louver  Clip  saves  installation 
time  and  money ...  stops  rattles  and  increases  weathertightness!  Get  aWindo- 
Tite  Demonstrator  with  Tension-Grip  Louver  Clips  today! 

'SOVIK  JALOUSIE 
INDUSTRY’S  OLDEST, 


HI  9  VHVUI y 


ARM  YOUR  SALESMEN 
WITH  DEMONSTRATORS 

And  Watch  The  Fastest  Sales 
Action  You've  Ever  Seen!  Lud- 
man  Windo  -Tite  Jalousies  Sell 
Themselves. 


J 


Get  on  Jalousie 


May,  1952 
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BUILDING  SPECIALTIES 


CRAFTSTONE  offers  Opportunity 

TO  APPLICATING  DISTRIBUTORS 


WHAT  IS  CRAFTSTONE? 


Craftstone  is  a  revolutionary  new  product  with  practically  no  com¬ 
petition.  It  converts  any  type  of  building  into  a  stone-type  structure 
in  3  days. 

Craftstone  is  a  pre-cast  stone  masonry  facing  that  is  laid  unit  by 
unit  like  tile,  over  any  type  of  construction.  It  comes  in  8  different 
stone  shapes.  Each  stone  is  distinctive  in  design  —  each  stone  is 
hand  sculptured  by  skilled  craftsmen.  Shipped  in  boxes  ready  and 
easy  to  install. 

Craftstone  has  all  the  naturalness  of  stone  in  color,  texture  and  ap¬ 
pearance.  It  has  all  the  beauty  and  durability  of  stone.  Colors  are 
multi-fast,  all  the  way  thru  the  stone,  unfading  and  indestructible. 

No  other  product  offers  such  great  range  of  prospects  or  larger 
profit  possibilities.  No  other  product  has  such  tremendous  sales  ap¬ 
peal.  Write  today  for  full  details. 


HUGE  MARKET 

Easily  sold  and  easily  applied  for  com¬ 
mercial  and  home  jobs.  Churches, 
homes,  stores,  taverns,  restaurants. 
Large  unit  sales  mean  big  profits  to 
attract  best  salesmen. 


EASY  TO  APPLY 

Craftstone  looks  like  stone  —  lasts  like 
stone.  Not  a  spray  —  not  a  coating  — 
not  an  imprinted  plaster.  It  is  genuine 
man-made  stone. 


BIG  PROFITS 


No  special  forms  to  buy  —  no  expen¬ 
sive  equipment  needed.  Make  money 
from  the  start. 

Easy  to  apply;  Goes  over  wood,  brick, 
stucco,  shingles,  cinder  blocks,  etc. 

Choice  of  colors  and  patterns. 

Your  Applicators  trained  in  two  to 
three  days. 

Cost  within  reach  of  all. 

Guaranteed  for  twenty  years. 


CA  -  STONE  PRODUCTS,  inc. 

3032  W.  SEDGLEY  AVE.  PHILA.  31,  PA. 

STEVENSON  7-6593 


STONE  PRODUCTS,  INC 
12  W.  Sedgicy  Are.,  Phi'" 

„d  «  t-ll  d.N..I»  on  CrofNIonr  Wc  ore  .ntcr- 
rcd  in  o  Oittnbutorship. 


PHONE,  WRITE  OR  WIRE  TODAY 

To  qualified  Applicating  Distributors  Crafstone  is  pre¬ 
pared  to  give  exclusive  territory  and  full  cooperation  to 


Ikddtess  . 


Srofc 


assure  success. 


May,  1952 


MAKES  NO  DIFFERENCE  HOW  DIRTY,  WORN, 
OR  STAINED  ASBESTOS  SHINGLES  ARE 


i 


ATTRACTIVE 

COLORS 


SHINGLE-SEAL 


TRADE  MARK  REGISTERED 


ASSURES  APPLICATORS  OF  EXCELLENT  YEAR-ROUND 
REPEAT  SALES  AND  PROFITS,  NO  INVESTMENT  IN 
EQUIPMENT.  WRITE  TODAY  FOR  FULL  PARTICULARS. 


DEWATEX  Manufacturing  Corp, 

424  West  42nd  Street,  N.  Y.  18,  N.  Y. 
LOngocre  3-6631 


DEWATEX  Manufacturing  Corp. 

434  Wait  43nd  Straat,  N.  Y.  IS,  N.  Y. 

Gentlemen:  Please  send  complete  information  as 
to  how  we  can  operate  in  this  new  and  lucrative 
field  as  an  approved  SHINGLE-SEAL  applicator. 


BUILDING  SPECIALTIES 


/r  COUNTS,,, 


Every  effort  we  make  in  business  has  but 
one  goal  .  .  .  the  sale.  This  obvious  fact 
is  known  by  manufacturers  and  dealers 
.  .  .  but  seldom  appreciated  in  its  full 
complexity. 

To  WARNER  WEATHER-MASTER,  the 
sale  itself  is  less  important  than  the 
acquisition  of  a  Customer. 

The  implication  of  this  statement  is  a 
matter  involving  every  step  in  the  pro¬ 
duction,  every  facet  of  operation,  every 


detail  of  policy  of  a  company  and  its 
products. 

It  has  been  said,  "The  hidden  quality  of 
any  product  is  the  integrity  of  its  maker". 
In  the  highest  sense,  it  is  this  thought 
which  guides  WARNER  WEATHER- 
MASTER. 

That's  why,  in  the  case  of  WARNER 
WEATHER-MASTER  products,  the  point 
of  sale  is  always  the  point  of  purchase 
.  .  .  and  the  beginning  of  a  long  lasting 
friendship. 


A 

lUeather- master 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 

UlARnER  HlfG.  CORP. 

85  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 


GLASS 

JALOUSIES 

(LOUVRE  WINDOWS) 


EMore  and 
“louver”  ^ 
i  of  arcbj^ 
homeowners. 


more 


new  windo^ 
B^ppearing  in  eveu^ 
fw  buildings,  renou^^^l 


own  area 


•  Cannot  be  enl 


icted  ventilation. 


Established  over  25  years.  PRO-TECT-U  products  are 
taiDous  for  uniform  high  quality,  and  the  dependable 
integrity  of  their  maker.  We  cordially  invite  you  to 
send  for  complete  details  on  a  PRO-TECT-U  dealership 
at  once.  Prompt  reply  and  strictest  confidence  assured. 


of 

ss 

e 

ppp 

i 

BUILDING  SPECIALTIES 


ATOMASTIC 

ttie  modern  exterior  cootin9 


Atomastic,  the  original  asbestos  mastic  exterior  coating  is  a  quality 
product,  made  by  a  long  established  paint  company.  It  has  been 
tested  and  proven  in  thousands  of  applications  in  every  sort  of  cli¬ 
mate.  Reputable  dealers  from  coast  to  coast  find  Atomastic  profitable 
to  sell  on  ifs  own  merits.  Powerful  new  sales  presentation  and  na¬ 
tional  advertising  smooths  the  way.  Be  sure  your  mastic  sales  make 
friends  for  you  as  well  as  money.  Cash  in  on  the  "reputation-build¬ 
ing"  mastic  —  ATOMASTIC!  A  few  territories  still  open.  Factory 
representative  trains  your  salesmen  and  your  applicators. 
Write  today! 

PAINT  MAKERS 
SINCE  1906 

OLD  QUAKER  PAINT  CO.,  INC. 

1977  BLAKE  AVENUE,  Department  B-5 
LOS  ANGELES  39,  CALIFORNIA 

Factories: 

Los  Angeles,  Calif. 

Syracuse,  New  York 

/O  year  factory  guarantee 


May,  1952 


/"'/IW' 


a 

AND  IT’S  GUARANTEED 


BY  GOOD  HOUSEKEEPING 


CALIFORNIA 

REDWOOD 

FRAME 


EXTRUDED 

ALUMINUM 

CHANNELS 


hH 


ALUM  A  SUDE 


ALUMINUM  .  REDWOOD 


Mad*  by  lh«  Monuf acturer\  of  Fomooi  oro  AH  Alutni.ium  W.indow  Wootherproofmg 


'k/OiU7  SedU 
and  "Walutximt. 


0  W.  t.  CORP.  1952 

Th*  only  complete  progrom 
ever  offered  to  oisure  >ucce» 
of  every  deoler't  busineu.  A 
carefully  planned,  step  by 
(top  program  for  lolet,  pro¬ 
motion  ond  installation  it 
I  provided.  We  furnish  FIELD 
ASSISTANCE  and  SUPERVI- 
I  SION  by  men  with  plenty  of 
storm  window  experience  and 
"know  how."  WRITE  TODAYI 


“iOoluC'Mt 

CASEMENT 


^  ono  ewococTcwc  ^  ^  CASEMENT 

j  WEATHERMATICS  ^  M  STORM  sash 

*  Csnassitsn  A-nocm 


lil^  ]  TCo<veti>u 
I  COMBINATION 
DOORS 


COMBINATION 
S'— 5  BASEMENT 
WINDOWS 


JALOUSIES 
■  SCREENS 


INVESTIGATE  THIS  ALL  NEW,  DIFFERENT  'Red4*>««d- /HunUMum  COMBINATION  TODAY/ 


CORPORATION 


14593  Meyers  Road  •  Detroit  27,  Michigan 
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BUILDING  SPECIALTIES 


There  may  be  a 
profitable  place 
for  you  in  this 
Planned  Expansion 
Program ... 


A  planned  expansion  program  now  makes  available  a  limited  number  of 
Eogle-Picher  franchised  insulation  territories. 

This  development  is  an  opportunity  to  join  in  the  success  achieved  by  countless 
individuals  and  firms  who  have  obtained  this  valuable  franchise  in  the  past. 

It's  good  business  to  be  an  Eagle-Picher  Insulating  Contractor. 

This  is  proved  by  the  success  of  scores  of  sound-thinking  businessmen. 


Each  one  values  his  Eagle-Picher  insulating  franchise  . . .  considers  it  the  best 
and  most  profitable  in  the  field.  Here  are  some  of  the  reasons  why; 

•  Eagle-Picher  backs  its  contractors  with  a  positive,  field-tested  and 
proved  selling  method.  A  method  complete  with  hard-hitting  and  effective 
merchandising,  advertising  and  sales  promotion  support. 

•  Eagle-Picher— famous  manufacturer  of  top  quality  mineral  wool— offers 
the  industry's  most  powerful  and  effective  sales  appeal:  It’s  the 
Certified  Insulation  Plan— a  set-up  that  assures  customer  confidence. 

•  Eagle-Picher's  Quality  Contractor  Program  protects  every  franchise 
holder's  good  name  ...  is  designed  to  assure  consistently  good  profits. 

•  Eagle-Picher  works  in  closest  harmony  with  every  franchise  holder  .  .  . 
over  the  years  has  developed  a  relationship  unique  in  American  industry. 


If  you  are  aggressive,  financially  stable— have  a  good  community 

reputation  — and  if  you  are  interested  in  replacing  an  unprofitable  line  with  a  real 

moneymaker  — we  will  be  delighted  to  hear  from  you. 


CAGLK 


RICHER 


Write  today  for  complete  information. 


THE  EAGLE-PICHER  COMPANY  sincei843 

Building  Insulation  Deportment  •  Cincinnati  (1 ),  Ohio 


For  Asbestos  Shingles  and  All  Masonry  Surfaces  . . . 
both  indoor  and  exterior.  Adds  character  and  beauty, 
gives  more  efficient  and  longer-lasting  protection. 

ir  WEATHERPROOFS! 

★  SUN-PROOF! 

^  WINDPROOFS! 

^  ★  RESISTS  HEAT  and  COLD^^ 


10  plus  reasons  for 
PREFERENCE! 

I  Absolutely  waterproof! 

-I-  Six  beautiful  colors  plus  white! 
•  Mildew  resistant! 

^  Reduces  frost-crack  from  rain- 
soaking! 

Reduces  heating  costs  by  its 
resistance  to  moisture! 

Won’t  blister,  peel,  crack  or  chip! 

-  Alkali-proof  —  unaffected  by  lime 

in  cement! 

-  Applies  easily  —  self  leveling! 

-  May  be  brushed  or  sprayed  on! 

-  May  he  tinted  hy  adding  oil  colors! 

Nett:  AsbtsteS'Stol  Is  net  rtcemmentfed 
ter  exterier  wood  surfaces. 

Use  Rcody-Mixed  VERFLEX  Heuse 
Points 


Progress  is  a  sign  that  a  product  is  good.  What 

the  diligence  of  the  research  that  created  it  and  conti^^^^^^^H 
on  .  .  .  the  everlasting  vigilance  of  its  quality  .  .  .  the  car^^^^^H 
sight  of  its  manufacture  ...  all  make  up  the  reasons  for  it^^^| 
ability.  Add  to  these  the  alertness  of  the  Sales  Department,  with 
dealer-factory  cooperation,  advertising  and  promotion  —  and  ^ 
have  an  unbeatable  combination.  VERFLEX  makes  these  factors  < 
consistent  part  of  its  program.  That's  why  VERFLEX  products  continu( 
to  make  historyl 

Asbestos-Seal  has  been  used  from  Maine  to  Florida  for  over  half  i 
decade  without  a  single  failure!  It  has  been  used  as  a  patternM 
imitate  ...  it  has  never  been  equalled!  You  can  enjoy  a  steady^^^H 
'round  profit-building  business,  too.  Just  fill  in  and  mail 
today 


VERFLEX  SALES  CORPORATION  (Asbestos-Seal  Div.) 
Carlstadt,  New  Jersey 

PleoM  send  complete  information  to: 


We  ore  Dealer,  Distributor,  Applicator 

Address  . 

City  &  State . 

(~~)  We  ore  familiar  with  this  type  of  work. 

Q  We  ore  not  familior  with  this  type  of  work. 

Territory  desired  . 
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3edco  predentd . . . 


with  pride 


THE  GREATEST  ADVANCEMENT  TO  DATE  IN 


KEUCO  IS  tlir  heavyweight 
champion  of  them  all . 

KEUCO  will  M’l  the  stand' 
ar<l  for  the  vt.irm  window- 
industry  . 

KEi)CO  is  custom  quality, 
fully-extruded  with  smart. 
>mtHjth  lines;  iK)sittve,  over¬ 
all  interl'»cking  weather- 
seal  . . 

KEIX'O  has  ^tt’Idrd  cor¬ 
ners,  rigid  construction,  jk)- 
sition  Uwking  inserts,  ex 
tra  w  ule  overlap  frame, 
simplitie<l  installation  . 

KK1>C<>  telescope  •  ls>tt"m 
eliminates  fitting  pn>bleni. 
SiK'cial  “weei>ers”  drain  off 
any  water  seepage . 

FEI>CO  knows  no  problem 
>t  size  ...  is  custom 
tailored  to  fit  wimlows  and 
enclosures  (»f  every  descrip 


ZJriple  Z)rack 
c4U^c4luntinuin 


Combina  tionA 


It’s  the  smoothest  job  the  industry 
lias  seen.  Every  feature  .  .  .  but  no 
gadgets.  Elegant  .  .  .  but  priced  to 
click  off  sales. 

And.  the  slickest,  simplest,  quickest  in¬ 
stallation  ever.  Start  enjoying  your  storm 
7oindo:o  business  note! 


8.-)  E.  MERRICK  RD.  VALLEY  STREAM.  L.  L.  N.  Y. 


KKIlKK.M.  St  KHKN  &  S.tSH  CO.  (Dept.  B  1) 

H5  K.  .Merrick  K<1..  Valley  Stream,  L.  I, 

Please  sell*!  the  ctmiplete  stnry  on  KEDCO. 

DE.M.Elc . 

ADDRESS . 

CITV  &  STATE . PER . 


Make  More  Money  By 
Selling  More  Products 


One  way  to  increase  your  sales  volume  is  to 
add  another  product  to  your  present  line. 
NOW  is  the  ideal  time  to  do  it!  Material 
shortages  are  rapidly  disappearing  and  many 
new  and  profitable  items  are  again  available 
to  dealers. 


For  information  about  any  building  specialty 
product  in  which  you  are  interested,  fill  in 
the  coupon  below.  You  will  receive  booklets, 
catalogs,  and  details  direct  from  the  manu¬ 
facturer.  Write  to  BUILDING  SPECIALTIES, 
Product  Service  Dept.,  425  Fourth  Avenue, 
New  York  16,  N.  Y. 


Fill  in  —  Tear  off  —  and  Mail 

BUILDING  SPECIALTIES  I 

Product  Service  Dept.  | 

425  Fourth  Ave  | 

New  York  16,  N.  Y.  } 

I  am  interested  in .  ! 


Nome 
Firm  .  . 
Address 


Fill  in  the  Coupon 


May,  1952 
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1.  Because  Ron-del  Folding  Awnings  are  de¬ 
signed  not  only  for  permanence  and  beauty 
.  .  .  but  also  to  provide  exclusive  ideal  sun 
control.  Up  or  Down  at  a  touch. 

2.  All  the  advantages  of  stationary  permanent 
awnings  are  combined  with  the  utility  of 
canvas  awnings  in  one  product. 

3.  The  advantage  of  central  mass  production 
by  the  world's  largest  aluminum  fabricators 
provides  low  first  cost. 

4.  Heavy  gauge,  rust- proof  aluminum  con¬ 
struction  —  latest  aluminum  preparation  and 
painting  methods  assure  Quality. 

5.  Unsurpassed  beauty,  a  wide  range  of  stand¬ 
ard  colors  in  chip-proof,  fade-proof  baked- 
on  enamel  and  the  exclusive  Folding  feature 
guarantees  customer  appeal. 

Send  the  coupon  for  literature  and  our  profit- 

making  deal. 


Engineered  for  quick,  easy  installation  with  low 
labor  cost.  No  mess,  bother,  scafFolding  or 
rigging. 

Dealers  and  distributors  wanted  to  sell  this 
nationally  advertised,  complete  line. 

Made  in  standard  style,  door  hoods,  commercial 
awning  and  canopy,  casement  type,  and  custom 
made. 


Ron-del,  Inc. 

PanrtiouM,  R«Mrv«  Loan  life  Building 
Dalloi,  Toxoi 

Sand  no  your  lofotl  IHorahiro  and  information  on  bow  I  oan  who 
good  profits  wMi  your  awning  lino. 


Nomo . 

Addrou . .^. . 

City . Stoto . 

I  am  a  doalor  Q  Distributor  Q 
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cAmerlca^  3ineH  aluminum  storm  sash 


FOR  EVERY  TYPE 


PERMA 


NMtonally  €$dvertised 


Seas®?.. 


SASH 


Tbe 


o\UO 


Aodcf’' 


U.  S.  Pat.  No.  2571470 


stornA 


.\H 


In  the  manufacture  of 
Season-all,  highest  quality 
materials  are  combined 
with  superior  design 
features  and  excellence 
in  workmanship.  The 
result  is  a  storm  sash 
for  casement  windows 
that’s  unequalled  in 
performance,  efficiency, 
economy — and  in 
customer  satisfaction. 


Here’s  why  leading  companies  prefer  Season-all  • .  • 

ZJke  cArUtocrat  o/  Storm  Saih! 

•  Permanently  installed  on  the  outside  of  the  windows  •  Open  and  close  automatically  with 
windows — never  have  to  be  taken  down  even  for  cleaning  •  Seal  out  drafts  and  dirt  •  Double 
glass  insulation  keeps  building  interiors  at  least  10%  cooler  in  summer  •  Built-in,  draft- 
proof  Vinyl  weatherstripping — an  exclusive  Season-all  feature — makes  possible  jr 

winter  fuel  savings  up  to  35%  •  Keep  window  condensation  to  a  n  ij. 

minimum  •  Provide  unsurpassed  all-weather  pro-  hL 

tection  for  windows.  1(1 


Manufactured  by 

Aluminum  Fabricating  Co.  of  Pittsburgh 

Nationally  distributed  by 

Season -all  Sales  Corporation 

146  Forty-sixth  St., 
gy  ■  Pittsburgh  1,  Pa. 


■  well-rated 

■(,omsour<d.  °OT  .jl,  „ 

accamp'-t*’"''"'- 


A  Season-all  dealer  is  a  successful  dealer 


Are  You  Getting  Your 
Share  of  The  Profits? 

Is  Your  MASTIC  Depend¬ 
able  and  Trouble-Free? 

Is  Your  Mastic  Backed  By 
Over  37  Years'  Experience 
In  Residential  and  Indus¬ 
trial  Protective  Coatings? 


SOLD  WITH  10-YEAR 
FACTORY  REPLACEMENT 
GUARANTEE 


AN  EXCLUSIVE 
WURTZILITE 
FORMULA 

The  CARBO-TEX  formula  is  the  result 
of  years  of  research  and  experiment.  It 
is  composed  of  selected,  protective  oils, 
combined  with  long-lasting  mlco  and 
asbestos.  In  addition,  CARBO-TEX  is  the 
only  exterior  wall  coating  containing 
WURTZILITE,  a  remarkable,  natural 
mineral  rubber  that  adds  to  the  resili¬ 
ency  ond  flexibility  of  the  coating, 
thereby  assuring  longer  life.  One  coat 
of  CARBO-TEX  is  equal  in  thickness  to 
about  10  COATS  of  ordinary  paint. 
...  It  adheres  to  the  wall  surfaces  to 
which  it  is  applied,  and  will  not  powder 
or  crack. 


A  New,  Longer  Lasting 
Surface,  Pressure -Sealed 
To  Old  Concrete,  Stucco, 
Brick,  Shingle,  Clapboard 
and  Cinder  Block  Walls 

Protective  Coatings  is  Carbozite's  business  .  .  .  and 
has  been  for  over  37  years.  Large  industrial  users 
of  mastics  and  waterproof  compounds  endorse  and 
recommend  Carbozite  products  for  their  quality  and 
dependability  .  .  .  ancJ  CARBO-TEX  is  one  of  the 
most  revolutionary  in  this  famous,  extensive  line  of 
protective  coatings.  CARBO-TEX  is  not  a  paint  or 
cement  wash,  but  a  thick,  textured  resurfacer,  in 
White  and  Pastel  Colors,  applied  by  powerful 
air-pressure  to  all  types  of  exterior  walls.  It  fuses 
itself  to  old  wall  surfaces  and  provides  a  seamless, 
steel-like  armor  that  protects,  and  adds  fresh,  last¬ 
ing  beauty.  No  other  exterior  wall  mastic  offers  you 
such  controlled  quality. 

CARBO-TEX  dependability  means  greater  profit 

for  you  .  .  .  more  satisfaction  for  your  customer. 


Carbozite  Protective  Coatings,  Inc. 
101  Cedar  St.,  New  York  6,  N.  Y. 

Please  send  information  regarding 
franchises  and  available  territories. 


CARBOZITE  PROTECTIVE  COATINGS,  INC. 

101  CEDAR  STREET,  NEW  YORK  6,  N.  Y. 

Carbo-Tex  Division  Phone:  DIgby  9-3170 
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•  You  can  increase  your  sales  volume  the  year  round  with 
Heather  Stone.  You’ll  sell  luxurious  looking  stone  dwellings 
...distinctively  beautiful  stone  interiors... unusual  effects  in 
home,  business  and  industrial  improvements.  Heather  Stone 
is  real  cast  stone . . .  new,  different,  sensational. 

Low  cost,  high  profit  installation— applies  like  tile  on  any  even 
surface,  including  shingling,  weatherboard,  brick,  stucco, 
cinder— or  concrete  block. 

Service  free  — Heather  Stone  is  permanent  — no  call  backs  to 
consume  profits. 

Sells  all  year  raund.  Heather  Stone  provides  true  insulation 
for  cool  summers,  protected  winters.  No  other  insulation 
required. 

HEATHER  STOHE 

J.  E.  ROWLAND  C  CO. 

4122  KENSINGTON  AVE.,  PHIUDEIPHIA,  PA.  DELAWARE  6-1400> 


J.  E.  ROWLAND  «  CO. 

4122  Kensington  Av«.,  Philadelphia,  Pa. 
Gentlemen:  Pieoie  send  me  the  complete 
story  on  HEATHER  STONE. 

Nome _ _ _ _ - 

firm - 

Addrast - 

City _ Zone _ State _ 


May,  1952 
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Are  you  getting  your  share 
of  aluminum  awning  profits? 


Citfyour  shureoi  aluminum 
awning  proves  wi(h  Shade  Kin^ . . . 
low-priced  for  mass  selling  .  .  designed 
to  save  profit-cutting  handling  costs! 
Quick,  eas>  assembl>  from  Shade  King 
standard  parts  requires  no  special 
equipment,  nti  skill!  And  standard  pans 
simplify  inventory  and  re-t>rdering’ 


ALL-ALUMINUM  AWNINGS 


JUST  10 
BASIC  PARTS 
NO  NUTS,  BOLTS 
SCRiWS,  RiViTS 

6  COLORS 
TO  SELL 


FHA 

APPROVED 


m 


I  . 


Few  Territories  Still  Available  to 
Qualified  Distributors  and  Dealers 


Shads 

SAiaS 


BAIN  &  COMPANY,  INC.  a 

I  I8tm  *nd  main  streets 

I  PITTSBURGH  15.  PA. 

I  I  certainly  am  interested  in  cashing  in  on  metal 
I  awning  profits  with  Shade  King  Please  send  com- 
I  plete  information  at  once! 


Phone  or  WRITE  TODAY! 


7( 


State. 
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GREGG 


Self-  Ventilating  * 

COMBINATION 
REDWOOD  DOOR 

This  beauty  is  different!  So  difFerent  that  we've 
applied  for  patents  on  several  of  its  unique 
features.  The  rare  and  distinctive  richness  of 
genuine  California  Redwood  is  fully  utilized  in 
strength  and  styling  to  make  a  Combination 
Door  of  elegance  beyond  compare!  As  a  Door, 
it  enhances  the  entrance-way  while  giving  year- 
round  protection  .  .  .  butted  together,  all-year 
porch  enclosures  are  simple  to  construct  without 
carpentry!  That's  what  keeps  the  cash  register 
ringing  .  .  .  and  a  profitable  business  growing! 


GREGG 

ENGINEERING 
COMPANY,  INC. 


•  Frame  is  5  4  clear  hardwood, 
mortise  and  tennon  jointed.  Built 
into  opening  are  .  .  . 

•  Glass  &  Screen  insert  backed  by 
a  larger  sliding  glass  panel. 

•  Picture  frame  moulding  built  up 
a  center  thickness  of  2". 

•  Wood  Life  treated,  finished  with 
PAR  for  lasting  satin  finish,  hand 
rubbed  and  waxed. 

•  Delivered  ready  to  install. 

•  Fully  equipped  with  brass  and 
brass  plate  hardware. 

•  Perfect  for  use  as  PRIMARY 
DOOR  as  well  as  Combination 
and  porch  enclosure 


•  feather-glide  weather  panel  adjusts  up  or  down  at  the  touch  of  a  FINGER' 
Manufacturer$  of  Famous  Greggwood  Combination  Windows  &  Doors 

478  BEIMONI  AWNUE  HALEDON,  N.  J.  HUlBEliRV  41560 

Eastern  Division  "V-Seal"  Corporation 


NEW  IMPROVED  INTERLOCKING 
FEATURE  KEEPS  WARMTH  IN 
COLD  OUT! 


ROLLS  OPEN  . . .  AND  SHUT 
for  outswinging  casement  windows 


is  the  ea.siest  to  sell  initide  yform  Kash  on  the  market 
toiia.v.  You  will  have  many  .si/t/x/iVd  cnKtamcm  and  extra  sales  profits 
for  you  when  you  sell,  the  new  improved  Rolaglass  inside  storm  sash. 
Holatrlass  is  simide  to  operate  .  .  .  easy  to  install  .  .  .  (rlides  smoothly 
in  rollers  .  .  .  controls  room  condensation  .  .  .  keeps  the  heat  in  and 
the  co'd  out. 


OX  A  ar/kSS  EQUIPMENT 


COMPANY,  INC. 

1931  CARNIGli  AVf.  •  CLEVELAND  6.  -OHIO 


May,  1952 


TEXTURED  FINISH 


*EC.  TRADE  MARK 


A  WATERPROOF 
PRESSURE  SEALED 

^  RE-SURFACER  ^ 


ANY  TYPE  WOOD  OR  MASONRY 
RESIDENCE  CAN  NOW  BE 
RE-SURFACED  WITH  AN  ASBESTOS 
SIDE-WALL  THAT  IS  SPRAYED  ON 


NEW  LOOK 


«t*NU*IT  it  a  waterproof  pretture  sealed  side-wall  returfacer  »ho»  contains 
the  two  indestructible  minerals,  asbestos  and  mica,  and  is  fused  to  the  surface 
by  powerful  pressure,  not  merely  nailed  on  like  ordinary  tiding. 

The  RE»NU»IT  process  consists  of  the  moterial  being  air-blasted  to  the 
structure  approximately  t/16  thick  thus  becoming  an  actual  port  of  tame 
The  features  of  this  type  of  application  it  that  it  assures  complete  insulation  and 
greater  durability,  with  the  additional  advantage  that  by  becoming  part  of  the 
surface  the  product  does  not  hide  or  alter  any  of  the  originol  architecturol  lines 
and  contours. 

RE*NU*IT  is  ovailable  in  9  attractive  colors  ond  its  appeorance  is  a  very 
definite  asset  os  it  looks  like  stucco  and  yet  is  not  c^uite  os  coarse. 


FOR  FULL  PARTICULARS  •  CALL  OR  WRITE  ! 


•  INSULATES 

•  PROTECTS 

•  BEAUTIFIES 


OR  FILL  IN  AND  MAIL  THE  ATTACHED  COUPON 


RE  -  NU  -  IT  CORPORATION 

424  West  42nd  St.  •  New  York  1  8,  N.  Y. 
LOngacre  3-6631 


RE-NU-IT  CORP. 

424  WEST  42nd  ST«EET  —  Dept  B  S 
NEW  YOlIK  18,  N.  Y. 


Please  send  complete  Applicator  information  to 


THE 
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INTERLOCKING 

THRESHOLDS 


Intiiictrial  Research  En9ineerin9  (Spra>'Bestes  Div.), 
325  W.  Ohio  Street,  Chicoqo  10,  III. 


ROOFING 
SIDING  & 


TRIMEDGE,  INC. 

4021  MAHONING  AVENUE,  YOUNGSTOWN  1,  OHIO 


MANUAL 


Sprg>'Beitos  Siliconized  Texture 
Pressure  Coating  keeps  water, 
heat  and  cold,  most  air-borne 
^  chemicals,  and  discoloration 
from  attacking  surfaces. 


CONCRETE 
IWASONRY 
aNDR  BLOCK 
MHAl 
WOODi 


ir  PREVENT  HEAT  LOSSES- 
SAVE  FUEL 

ir  KEEP  OUT  COLD  DRAFTS, 
SEEPAGE 

ir  PROTECT  AGAINST 
RAIN  AND  SNOW 

ir  STOP  CRAWLING  INSECTS 


CUTS  MAINTENANCE  COSTS! 

OUTLASTS  REGULAR  PAINTS  3  lo  I  — 

one  application  is  equal  to  20  COATS  OF 
BRUSHED  ON  PAINT.  Available  in  10  fade- 
proof  colors.  Pressure-sprayed  os  easily 
os  ordinary  paints. 


Jifs/srs  FfKf 


Quim  NOisf 
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COVERS  ALL  THE  IMPORTANT  SUBJECTS! 

By  subscribing  to  it  you  assure  yourself  of  keeping 
up-to-date  on  the  following:  better  selling  methods, 
installation  techidques,  management  details,  how 
to  sell  particular  specialties,  getting  and  holding 
good  salesmen,  advertising,  new  products,  and 
many  others.  $3.00  for  one  year. 

With  the  1952  edition  of  ROOFING,  SIDING  AND 
BUILDING  SPECIALTIES  MANUAL,  which  is  also 
$3.00,  we  are  offering  you  the  combination  for 
35.00.  Send  your  order  today  to 


Trimedge  developed  Interlocking  Thresholds  to  fill 
a  very  definite  and  urgent  need.  Their  manufacture 
odds  to  the  completeness  of  the  Trimedge  line  of 
extruded  aluminum  mouldings  and  brings  to  deal¬ 
ers  o  wide  range  of  the  latest  and  most  outstanding 
designs  in  these  Interlocking  Thresh- 
\  olds-reody  now  for  immediate  de- 
livery.  Installation  is  simple,  and 
k  \  sections  ore  designed  to  fit  oil 

\  types  of  doors  and  thresholds. 

Write  today  for  new 
V  illustrated  Folder 


BUILDING  SPECIALTIES 
425  Fourth  Avenue 
New  York  16.  N.  Y. 

Please  enter  my  subscription 
to  BUILDING  SPECIALTIES  lor 
one  year  and  lor  the  1952 
Manual. 

n  Bill  me  ior  this  amount. 
Enclosed  is  a  check  or 
money  order. 


My  Name 


Position 

Company 

Address 


MANUFACTURERS  OF 


Zinc  ond  Rroni*  Weoth«rstrippin9 


Aluminum  Awnin9s 
Zinc  Rroduct» 
Ouonset  Hut  Windo' 
Units 

Industriol  Rolishin9 


Stpm9in9t 

Metal  Frome  Screens 
Special  Rolled 
Meuldin9s 


Aluminum  THresheldi 
Window  Guord  Units 
for  Mobile  Mochine 
Shop 


IT'S  FLY  TIME  AGAIN! 


YOURS  FOR  SENSATIONAL 

SCREEN  SALES 


Now  that  the  fly  season  is  under  way,  why  not  make 
it  pay  off  for  you?  National's  all-metal  long-life, 
removable  screens  are  priced  for  volume  sales  and 
available  in  ample  quantity. 

National  Metal  Screens  are  made  with  either  aluminum 
or  steel  frame,  bronze  or  aluminum  screen  cloth.  Con¬ 
struction  permits  easy  rewiring  and  painting,  if  neces- 

nsary.  Slide  channel  installation  makes  mount¬ 
ing  and  removal  a  short  minute's  work. 
Made  in  30  standard  sizes,  or  made-to-order. 
We'll  rush  price  lists  and  descriptive  literature 
at  your  request. 


NATIONAL  METAL 
PRODUCTS  COMPANY 
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Introducing  ...  A  LOUVRED  WINDOW  EVERYONE  CAN  AFFORD  ! 


SUM'SASH  builds  sales  for  YOU 


Now  .  .  .  you  c.in  j;ive  your  customers  the  lowest  priced  louvred 
window  on  the  market  —  even  costs  /css  than  ordinary  windows, 
l  ake  advantage  of  this  new  trend  in  windows  and  cash  in  on  good 
profits  with  Sun-Sash  louvred  window  hardware  —  the  hottest 
selling  item  you  can  carry.  Sun-Sash  is  sold  at  nationally  advertised 
prices  through  authorized  dealers  only. 

Sales  Possibilities  Unlimited  —  the  famous  Sun-Sash  window 
IS  perfect  for  new  construction,  remtxleling  .  .  .  for  home,  offices, 
factories,  schools  and  hospitals  .  .  .  for  interior  office  partitions, 
transoms,  and  ventilators  —  the  answer  to  inexpensive  ventilation 
in  glass  block  construction.  C'an  be  installed  by  anyone  in  any  size 
opening  in  a  few  minutes. 

Priced  To  Sell  —  over  5,000,0110  Sun-Sash  windows  in  use  .  .  . 
priHif  that  this  largest  selling  window  is  outstanding. 

ADVERTISED  IN 

•  Small  Homes  (iuide  •  Life 

•  Saturday  Evening  Post  •  .American  Home 

•  Better  Homes  and  Gardens  •  Popular  Mechanics 


•WRITE  FOR  FULL  DETAILS  AND  PRICES,  NOW! 

I  NAMI- 
I  ADDRKSS 

j  CITY  STATE’ 


One  of  the  mony  $jn-Sosh  Applicofions 


SUN-SASH  COMPANY 

38  Pork  Row  New  York  38,  N.Y. 


I 


May,  1952 
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On  tlie  House  . .  . 


Federal  Reserve  Board 
1  recently  conducted  a  survey 
of  consumer  buyins.  Since  the  six 
previous  annual  surveys  of  the 
Board  have  been  extremely  accu¬ 
rate,  this  department  was  pleased 
to  note  some  positive  indications 
that  business  will  be  at  least  as 
Kood  as  last  year  and  possibly 
even  better.  In  a  nutshell,  the 
Board  says  that  it  expects  con¬ 
sumers  to  continue  saving  money 
and  spending  moderately  on  dura¬ 
ble  goods. 

While  fewer  people  seem  to  be 
planning  to  buy  new  cars,  wash¬ 
ing  machines,  refrigerators,  and 
radios,  the  survey  points  out  that 
the  number  of  new  homes  that  will 
be  purchased  in  1952  is  about  the 
same  as  last  year  or  only  slightly 
less.  It  might  be  pointed  out  here 
that  1951  was  a  record  year  for 
building.  Even  more  cheering  is 
the  news  that  the  number  of  peo¬ 
ple  planning  to  buy  exi.sting  houses 
is  expected  to  reach  the  .same  very 
high  level  as  last  year.  It  certainly 
looks  as  though  there  will  be  a  lot 
(Continued  on  Page  44) 
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Cover  Picture  of  the  Month 

The  Alumatic  Corporation  of  America's  Mil¬ 
waukee  Distributor,  Alumatic  Window  and 
Door  Co.  recently  completed  a  unique  in¬ 
stallation  oi  69  Alu 
matic  aluminum  com- 
bination  storm  and 
screen  windows. 

These  units  were  in¬ 
stalled  on  the  new 
Lakeview  Osteopathic 
Hospital,  located  on 
Milwaukee's  iamous 
Prospect  Avenue. 

When  patients  were 
first  moved  into  the 
hospital,  many  rooms 
were  found  at  times 
to  be  too  cold  for 
comfort  and  doctors 
complained  that  the  operating  room  was  occa¬ 
sionally  too  cold  for  work.  Aluminum  com¬ 
bination  windows  were  suggested  to  overcome 
the  problem  of  heat  loss  and  drafts.  Not  only 
have  the  heating  problems  been  solved  to 
the  complete  satisfaction  oi  the  hospital  staff, 
but  the  combination  windows  beautify  the  en 
tire  building.  In  addition  to  Alumatic  Com¬ 
binations  the  Alumatic  Corporation  also  man¬ 
ufactures  "Aralum".  "Tri-Matic''.  "Kaysto"  and 
"Guardian"  Combinations.  Alumatic  Corpora¬ 
tion  of  America  is  located  at  2081  S.  S6  St,. 
Milwaukee  4,  Wis. 
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Precision  Takes  Time 


Just  as  jewelers  strive  to  get  maximum  precision  and  beauty  in  diamonds, 
we  are  makirg  every  effort  to  give  you  the  very  finest  in  Storm  Windows 
and  Doors. 

When  the  TRIAD  Stainless  Steel  Triple-Track  Storm  Window  and  Door 
was  announced,  we  did  not  know  the  demand  would  be  so  great. 

The  Deluge  of  dealer  and  distributor  responses  exceeded  our  most  opti¬ 
mistic  estimates.  We  are  working  ’round  the  clock  to  expand  production 
facilities  to  enable  us  to  handle  orders  and  expand  territory  coverage 
without  delay. 

.  .  .  BUT  WE  WILL  NOT  COMPROMISE  ON  QUALITY!  It  takes  time  to  turn 
out  “the  best"  in  the  large  quantities  demanded,  just  as  it  takes  the  jeweler 
time  to  cut  and  polish  a  fine  diamond. 

Please  don’t  be  impatient!  You’ll  be  glad  you  waited  for  ...  . 


DIAMOND  BUILDING  PRODUCTS 

Corporafion 


Main  plant,  Cleveland,  Ohio,  where  chromium  Stainless  Steel  is  precision- 
engineered  into  TRIAD  Triple-Track  storm  windows  and  doors. 


May,  1952 
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Third  Quarter  Aluminum 
Allotment  Raised  To  4S%  Of  Base 


Dealers  ond  manufacturers  are  generally 
optimistic  about  metal  supply  situation 
— end  of  shortage  may  be  in  sight 


^^»ECIALTY  dealers  and  their 
suppliers  are  generally  optimis¬ 
tic  about  the  aluminum  supply  sit¬ 
uation  and  there  seems  to  be  con¬ 
siderable  justification  for  this  atti¬ 
tude.  There  is  every  indication  that 
manufacturers  will  receive  allot¬ 
ments  of  457f  of  their  base  for 
the  third  quarter.  The  po.ssibilities 
for  the  fourth  quarter  are  even 
better  although  NPA  officials  re- 
fu.se  to  commit  them.selves  on  this 
score. 

It  is  also  possible  that  there  will 
be  returns  of  metal  to  the  NPA  by 
defense  producers  who  find  that 
they  have  more  than  they  can  use. 
This  additional  aluminum  would  in 
all  probability  be  redistributed  to 
fabricators  who  are  most  in  need 
of  it.  The  fact  that  the  Defen.se 
Administration  is  now  trying  to 
figure  out  what  .system  it  will  use 
to  replace  the  CMP  is  a  clear  indi¬ 


cation  that  Washington  sees  the 
approaching  end  of  the  aluminum 
shortage.  Off  the  record  opinions  of 
some  NPA  officials  have  it  that 
CMP  may  be  abandoned  by  January 
1953. 

Perhaps  one  of  the  outstanding 
indications  that  the  metal  shortage 
is  almost  at  an  end  is  the  startling 
drop  in  the  black  market  price 
which  soared  to  36c  a  pound  at  the 
height  of  the  crisis  but  has  now 
dropped  to  around  19c. 

The  improvement  in  the  metal 
supply  is  partly  due  to  the  .slow¬ 
down  of  the  defense  program  but 
mostly  to  the  greatly  increased  pro¬ 
duction  by  all  three  primary  alum¬ 
inum  producers,  all  of  whom  added 
potlines  to  their  exi.sting  plants  and 
built  new  facilities  which  were  un¬ 
der  construction  last  year  and  are 
only  now  getting  into  full  swing. 

About  the  only  cloud  on  the 


horizon  is  the  po.ssibility  that  the 
CIO  aluminum  workers  may  call 
wildcat  strikes  becau.se  the  settle¬ 
ment  of  their  wage  demands 
against  Alcoa  is  being  delayed  by 
the  stalemate  in  the  steel  situation. 
The  CIO’s  Alcoa  contract  ran  out 
nearly  tw’o  months  ago  and  a  spe¬ 
cial  panel  named  by  WSB  is  writ¬ 
ing  a  report  on  the  di.spute.  The 
report  has  not  been  filed  yet  but 
Government  and  union  men  agree 
that  it  will  follow  the  pattern  of 
w'hatever  agreement  is  achieved  in 
the  steel  strike. 

Meanwhile  in  Washington  a  Sen¬ 
ate  subcommittee  investigating  an 
alleged  lucrative  black  market  in 
aluminum  called  19  metal  combina¬ 
tion  storm  window  manufacturers 
and  dealers  to  testify  as  witnes.ses 
at  its  public  hearings. 

Chairman  Blair  Moody  empha- 
(Continiied  nv  Paf/e  45) 
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How  to  move  a  dead  pan  prospect 
toward  a  decision  and 

Close  That  Sale 


By  I.  C.  JOHNSON 


fMr.  Johnson  is  a  sales  representative  of 
Storm  Windows  of  Aluminum,  IncJ 

WHAT  are  you  trying  to  do 
when  you  are  selliiiK?  Nothin}? 
more  or  less  than  to  transfer  a  pic¬ 
ture  from  your  mind  to  the  mind 
of  the  prospect.  In  your  mind  ex¬ 
ists  a  |)icture  of  what  your  product 
will  do  for  the  prospect.  If  you  suc¬ 
ceed  in  makin}?  your  prospect  see 
the  .same  picture,  you  have  .sold. 

You  first  run  into  trouble  when 
your  cu.stomer  is  only  half-listen¬ 
ing  and  will  not  expre.ss  himself 
one  way  or  the  other.  His  dead-pan 
expression  does  not  }?ive  you  a  clue 
as  to  what  his  thoughts  are.  This 
type  of  a  prospect  must  be  moved 
effort le.s.sly  toward  a  decision  which 
is  done  by  following  a  few  simjile 
rules  }riven  in  this  article. 

All  salesmen  are  interested  in 
closiii}?  the  sale.  Mo.st  of  us  think 
of  the  close  as  merely  the  final  part 
of  the  interview.  Tho.se  who  think 
that  have  entirely  the  wroii}?  slant. 
The  entire  interview  or  jiresenta- 
tion  is  a  preparation  for  and  a  part 
of  a  close. 

It  is  very  important  in  an  inter¬ 
view  to  have  the  jiroper  ajiproach 
then  motivate,  explain,  prove,  an¬ 
swer  objections  and  (|ue.stions;  we 
must  al.so  lie  in  the  process  of  mak¬ 
ing  our  prospect  action-minded  or 
ACTIV  A1  Kl), 

You  are  only  capable  of  activat¬ 
ing  others  to  the  extent  of  your 


own  activation.  “As  you  are  .so  will 
your  prospect  be”. 

You  will  be  a  better  closer  if 
you  keep  these  points  in  mind : 

a.  BE  RELAXED  —  talk  in 
terms  of  what  your  prod¬ 
uct  will  do  for  the  prospect. 

b.  Be  confident,  act  confident 
and  create  confidence  by 
thinkin}?  “when”  he  buys 
and  not  “if”. 

c.  Generate  a  .serious  con¬ 
vincing  and  contagious  en¬ 
thusiasm  for  your  .service. 

d.  Be  sure  to  plan  your  in¬ 
view  well  in  advance  and 
check  your  sales  eiiuipment 
to  see  that  it  is  ready  for 
u.se. 


J.  C.  Johnson 


e.  Think  of  the  jirospect  as 
using  your  product  and 
show  him  the  benefits. 

f.  U.se  “let’s”  often — “Let’s 
take  a  look  at  the  many 
benefits  Mr.  Jones”.  Lead, 
but  do  not  inish  or  drive 
your  pro.s|)ect. 


g.  Use  “how”  freiiuently. 
Here  is  how  our  product 
will  make  your  home  more 
comfortable  and  at  the 
.same  time  .save  you  money. 

h.  “Which”  is  a  good  word 
to  .start  action.  “Which  of 
these  payment  plans  do 
you  like  be.st.  the  first  or 
second  T’ 

i.  VV’hen  your  prospect  does 
talk  listen  carefully  and  be 
ready  to  adapt  your  pres¬ 
entation  to  what  he  says. 

Ask  your  prospect  to  operate 
your  demon.strating  .sample.  The 
psychology  of  having  the  prospect 
do  .something  physically  isn’t  so 
much  that  it  is  directly  related  to 
his  tinal  decision  but  it  does  ac¬ 
complish  that  all  important  item 
of  getting  him  u.sed  to  ACiTIDN.  It 
will  be  impo.ssible  for  him  to  actu¬ 
ally  handle  the  product  without 
giving  some  consideration  to  what 
you  have  told  him  about  it. 

Keep  your  prospect  used  to  the 
idea  of  action  of  buying  by  leaving 
your  order  in  plain  view.  Do  not 
shock  your  cu.stomer  by  flashing 
the  order  book  at  the  la.st  minute. 
It  will  show  that  you  had  expected 
him  “not”  to  buy  from  the  begin¬ 
ning  of  the  interview. 

Do  Sot  u.se  a  canned  .sales  talk. 
Closing  presents  no  difficulty  to  a 
.salesman  who  knows  how  and  does 
\r.TIVATE  his  prosiiect  through¬ 
out  the  interview.  We  mu.st  realize 
that  a  sales  interview  is  a  “PI  R- 
POSIVE  CON  VERS  ATIOV  in 
which  ‘’TVitr’  take  part! 
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Here's  why  you  should  SELL 

Room  Air 
Conditioners 


warm  weather.  Hundreds  of  thous¬ 
ands  of  home  owners  in  the  middle 
brackets  can  be  sold  on  the  idea  of 
buyinj?  two  air  conditioners,  one 
for  a  living  room,  and  one  for  a 
bedroom  up.stairs. 

One  of  the  old  chestnuts  that  you 
hear  every  summer  is  the  remarks 
that,  “It’s  not  the  heat  but  humid¬ 
ity  that  jrets  me.”  The  fact  is  that 
it  is  both  the  heat  and  the  humidity 
that  bother  most  people.  The  ^reat 
advantage  of  the  room  air  condi¬ 
tioner  is  that  it  can  control  tem¬ 
perature  (heat)  and  humidity.  It 
combines  the  functions  of  a  suc¬ 
tion  or  e.xhaust  fan,  refriprerator, 
and  dehumidifier.  Certain  models 
can,  at  the  Hick  of  a  switch,  exhau.st 
stale  or  stagnant  air  from  a  room 
in  a  matter  of  minutes. 

At  night,  if  the  air  outside  is 
cool  enough,  the  machine  can  oper¬ 
ate  as  a  simple  suction  fan  by  cut¬ 
ting  off  the  refrigerating  unit.  It 
has,  however,  the  additional  ad¬ 
vantage  of  drawing  in  night  air 
through  a  special  filter  which  will 
keep  out  the  dust  particles  and 
pollens  that  bother  the  hay  fever 
sufferers  and  tho.se  who  are  afflict- 
e<l  with  air  borne  allergies. 

In  addition  the  filter  keeps  out 
soot  and  other  dirt  that  settle  on 
draperies,  furniture,  upholstery, 
and  rugs  with  resultant  cleaning 
bills  that  may  run  rather  high.  The 
air  conditioner  thus  performs  .so 
(Continued  on  Prtfje  45) 


rhotos  eovrtexy  Mucnell  Mfn.  r e*. 

Lower  photo  shows  1  3  H.P.  room  air  conditioner.  Upper 
picture  shows  type  mode  in  '  2,  ^'4,  and  1  H.P.  Most 
populor  size. 


From  Data  Furnished  By 
Mitchell  Mig.  Co. 


Room  air  conditioners  have  for 
.some  time  been  a  common  fea¬ 
ture  of  business  offices  and  apart¬ 
ment  houses  and  the  market  for 
this  product  is  .steadily  expanding. 
There  are  two  rea.sons  for  the 
rapid  growth  of  this  business: 
First,  the  machines  now  available 
are  reliable,  require  no  plumbing, 
and  are  simple  to  install.  Second, 
prices  are  low  enough  to  put  them 
within  the  reach  of  a  tremendous 
numl)er  of  consumers. 

It  would  be  hard  to  think  of  any 
better  rea.sons  than  tho.se  men¬ 


tioned  above  to  make  a  product  per¬ 
fectly  suited  to  the  home  improve¬ 
ment  field.  There  is  at  least  one 
room  in  every  private  residence 
that  many  home  owners  have  rea- 
.son  to  air  condition. 

It  may  be  a  children’s  bedroom 
or  the  bedroom  of  the  adults.  There 
may  be  a  hay  fever  or  a.sthma  suf¬ 
ferer  in  the  house  who  would  be 
greatly  benefited  by  the  built-in 
filter  of  the  air  conditioner.  The 
housewife  may  want  her  hot  kitch¬ 
en  made  more  comfortable  during 
the  summer  months.  There  are  also 
any  number  of  home  owners  who 
regard  the  living  room  as  the  ideal 
place  for  the  entire  family  to  spend 
a  plea.sant  evening  and  like  to  have 
it  made  comfortable  during  the 


cooking 
and  serving 


food  preparation 
I  and  storage 


cleaning 

and  dishwashing 


Diagram  at  the  left  shows  how 
proper  arrangements  of  cabinets  and 
appliances  will  save  housewife  many 
steps  and  make  a  new  kitchen  at¬ 
tractive  to  her.  ffousewife  starts  at 
the  right  and  moves  to  the  left. 

! Huitratum  courtesy 
ll'estinghouse  Electric  i  orp. 


Careful  Kitchen  Planning 
Will  Increase  Sales 


Proper  planning  i.s  the  key  to  .stove.  The  clear  counter  tops  of  the  rect  order  to  smooth  the  flow  of 
success  in  kitchen  sales.  A  care-  ha.se  cabinets  i)rovide  the  working  work, 

fully  arranged  kitchen  i)lanned  space  needed  here.  Since  most  i)eo])le  work  from 

with  an  eye  to  .saving  steps  for  the  The  cleaning  and  dishwashing  right  to  left,  stejis  will  be  .saved  if 
housewife  will  aj)i)eal  to  her  and  center  consists  of  the  sink  and  wall  the  equipment  is  arranged  .so  that 
make  her  your  ally  in  iiersuading  ba.se  cabinets.  While  the  drainboard  the  homemaker  moves  from  right 
her  hu.sband  to  buy  your  kitchen,  of  the  sink  does  provide  .some  to  left  starting  where  food  is  stored 
A  “cu.stom”  titted  kitchen  ba.sed  on  working  space  here  it  is  important  and  prepared.  Pkjuipment  should 
the  actual  dimensions  of  the  home  to  have  one  or  two  ba.se  cabinet  be  arranged  .so  that  she  moves  in 
owner’s  pre.sent  kitchen  is  not  only  counter  tops  for  e.xtra  space  since  one  direction.  Plan  equipment  and 
practical  but  gives  the  iirosjiect  a  the  drainboard  is  often  occui)ied  by  ba.se  cabinets  as  close  together  as 
clear  picture  of  exactly  how  the  food  in  i)roce.s.s  of  being  cleaned  or  i)os.sible  so  that  there  will  be  con- 
installation  will  look  when  com-  dishes  drying  in  a  rack.  tinuous  counter  surface.  The  end 

jdeted.  Eood  |)rei)aration  and  storage  result  will  be  a  complete  work  unit. 

There  are  three  basic  essentials  center  consists  of  the  refrigerator  Find  the  floor  space  require- 

in  i)lanning  a  kitchem  and  its  wall  and  ba.se  cal)inet.s.  ment.s. 

1.  (Jroup  equii)ment  to  form  ('ounter  tops  u.sed  for  working  Floor  space  requirements  are  de¬ 
work  centers.  space  in  this  center  should  be  to  termined  by  adding  together  the 

The  main  centers  are  (a)  Cook-  the  left  of  the  refrigerator  door  sjjace  taken  by  the  stove,  ref rigera- 
ing  and  Serving,  (b)  Cleaning  and  unle.ss  the  housewife  i.s  left  hand-  tor,  etc.,  and  that  for  the  ba.se  cab- 
I fishwashing,  (c)  Food  Prepara-  ed.  If  a  home  freezer  is  included  in  inets.  Where  space  is  limited,  floor 
tion  and  Storage.  In  the  cooking  the  equipment  of  this  center  it  space  including  range,  refrigera- 
and  .serving  center  are  the  gas  or  should  be  placed  next  to  the  re-  tor,  sink  and  one  or  two  ba.se  cabi- 
electric  range,  wall  cabinets  and  frigerator.  nets  is  apt  to  be  about  15  feet. 

ba.se  cabinets  on  either  side  of  the  2.  Combine  work  centers  in  cor-  {Continued  on  Pime  46f 
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GOING  UP 


Courtesy,  Barrett  Dtvtsion 

NEW  CLOSING  DATE 
FOR  ADVERTISING 
20th  of  the  Month 


B  U  I  L  D  I 


Increasing  Month  Alter  Month 

BUILDING  SPECIALTIES 

for  the  past  three  months  compared  to  any  preyious  similar  period 


MOST  total  pages, 

MOST  advertising, 

MOST  reading  matter, 

MOST  paid  subscribers. 


89  advertisers  are  using  space  in  this  issue  because  they  understand 
the  principles  of  modern  merchandising.  Printers  Ink  clearly  outlined 
these  principles  in  the  following  article; 

There  are  two  good  reasons  why  productive  promotion 
should  be  maintained. 

1.  If  we  are  forced,  as  Itwks  likely  now,  to  go  through  a  painful 
readjustment  period,  those  companies  will  be  best  protected  that 
keep  making  a  forceful  bid  for  the  consumer’s  dollar  while  others 
see  only  the  discouraging  factors,  throw  up  their  hands  and  do 
nothing — except  to  increase  their  predicament  by  depriving  them¬ 
selves  of  promotional  assistance. 

2.  There  is  a  general  agreement  among  economists  that  the 
current  readjustment,  even  though  it  may  take  longer  than  had 
been  foreseen,  will  develop  into  an  upswing  sometime  in  the  not 
too  distant  future.  Managements  that  know  the  cumulative  value 
of  national  advertising  will  readily  grasp  the  advantage  that  con¬ 
tinuing  advertising  during  the  readjustment  period  will  give  them 
when  the  upswing  starts. 

Such  advertising  will  have  been  at  work  not  only  as  a  current 
protection  but  as  a  future  investment.  Such  continued  promotion 
may  even  put  them  in  a  position  to  increase  their  promotional 
effort  when  the  upswing  starts;  and  then,  of  course,  their  non¬ 
promotion-minded  competitors  will  have  a  difficult  job  in  getting 
a  share  of  the  consumer’s  dollar. 

And  that  will  be  true  whether  the  competitors  are  in  the  same 
industry  or  in  other  industries.  For  it  must  always  be  remembered 
that  advertising  competition  is  at  work  between  industries  as  well 
as  within  an  industry. 


BUILDING  SPECIALTIES  completely  covers  this  active  and  sales-minded 
market.  Here  is  a  magazine  read  from  cover-to-ccver  by  live,  alert 
dealers  whose  business  motto  is  "never  say  die".  If  you  want  to  sell 
these  men  now,  or  in  the  future,  write  for  further  information  and 
rates  to 


G  SPECIALTIES 


425  FOURTH  AVENUE 


NEW  YORK  16,  N.  Y. 


Telephone:  MUrray  Hill  3-6280 


BUILDING  SPECIALTIES 


Frame  dwelling  at  far  left  was  completely 
transformed  into  a  much  more  expensive 
looking  home  by  the  application  of  simu¬ 
lated  stone  siding  that  eliminates  painting 
ond  other  types  of  exterior  preservation. 

f’hotos  4-nut. \'sy  Stitne  Corp,  of  Atncrii-a 


This  imposing  stucco  finished  mansion 
shows  on  obvious  improvement  in  appear¬ 
ance  after  application  of  stone  type  siding 
as  these  "before  and  after"  pictures  show. 
Stone  siding  is  easily  applied  over  stucco. 

— Photos  court fsy 

Porif  Stone  Corf>.  of  .Jm«nra 


Modest  bungalow  at  far  left  has  drab  wood 
siding  in  front.  Right  hand  picture  shows 
how  much  more  attractive  this  home  is  now 
that  simulated  stone  has  been  applied  to 
the  front.  Combination  of  stone  and  other 
types  of  siding  is  economical  and  attractive. 

— Photos  courtesy  Ca  Stone  Products,  Inc. 


Combined  store  and  apartment  building 
after  application  of  stone  type  siding  (far 
left).  Right  hand  photo  shows  dramatic 
change  in  appearance  of  old  brick  row 
house  offer  opplicotion  of  stone  siding. 
These  are  not  different  houses  but  "before 
and  after"  photos  of  the  some  building  in 
Philadelphia. 

— Photos  ci>urtesy  Pioneer  Stone  Cote  Co. 
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Simulated  Stone  Siding 


From  data  furnished  by: 

Emco  Cement  Products  Co. 
Pioneer  Stone  Cote  Co. 

Stone  Corp.  of  America 
Ca-Stone  Products,  Inc. 
Duro-Stone  Corp.  of  America 


The  average  American  private 
residence  is  a  frame  house 
which  until  recently  has  almost  in¬ 
variably  been  sided  with  wood 
shingles  or  clapboards.  The  reason 
for  this  is  simply  that  wood  is  the 
most  abundant  and  least  expensive 
material  available.  But  if  the  aver¬ 
age  home  owner  could  have  his 
choice  a  very  large  proportion 
would  prefer  stone.  Real  stone- 
ma.sonry  is  very  exi)ensive  in  the 
United  States  because  of  the  great 
amount  of  hand  labor  involved  and 
only  the  rich  and  upper  middle 
cla.ss  can  usually  afford  to  have  it. 
Stone  is  attractive  to  most  people 
becau.se  it  gives  the  impression  of 
solidity,  richne.ss,  and  permanence. 

Since  many  home  owners  like 
stone  work  but  cannot  afford  it, 
the  growing  popularity  of  simulated 
.stone  siding  is  not  at  all  surprising. 

Just  exactly  what  is  simulated 
stone  siding?  F'undamentally,  it  is 
a  product  made  of  portland  cement 
and  sand  which  has  been  shaped  and 
colored  to  look  like  real  stone.  The 
shaping  is  usually  accomplished  by 
means  of  special  moulds  in  which 
a  mixture  of  .sand,  cement  and 


water  is  jjoured  and  alloweti  to 
harden.  Mineral  colors  are  applied 
in  various  ways  usually  while  the 
cement  mixture  is  still  wet.  Some 
mixtures  include  a  waterproofing 
compound  but  in  other  ca.ses  the 
waterproofing  is  applied  as  a  final 
step. 

The  methods  of  application  vary 
considerably  and  each  manufactur¬ 
er  has  his  own  particular  .system. 
Installations  on  frame  dwellings  re¬ 
quire  that  building  paper  and  .some 
form  of  metal  lath  or  diamond 
mesh  be  attached  to  the  wood  walls 
with  furring  nails.  A  rough  scratch 
coat  of  Portland  cement  mortar  is 
then  applied  over  the  metal  mesh. 
The  thickne.ss  of  this  scratch  coat 
varies  according  to  the  method  u.sed 
but  it  generally  is  at  lea.st  one-half 
inch  and  may  be  more. 

The  scratch  coat  is  allowed  to 
cure  for  several  days  before  any 
further  work  is  done.  During  this 


period  the  dealer  who  has  his  work 
well  organized  will  .send  his  me¬ 
chanics  to  other  jobs  in  the  neigh¬ 
borhood  to  apply  .scratch  coats  or  to 
finish  the  stone  work  where  the 
preliminary  coat  has  been  in.stalled. 

After  the  .scratch  coat  has  cured 
for  .several  days  it  is  again  moi.s- 
tened  and  a  thick  layer  of  portland 
cement  motar  is  troweled  on.  It  is 
from  this  point  on  that  the  appli¬ 
cation  methods  differ  from  each 
other  considerably.  The  “stones” 
may  bt'  formed  in  the  thick  layer 
of  mortar  by  means  of  si)ecial 
molds  and  tools.  In  other  cases 
pre-formed  .stones  made  on  the 
job  by  pouring  cement  into  shal¬ 
low  molds  and  allowing  them  to 
cure  are  attached  with  additional 
mortar  to  a  wet  bonding  coat  which 
goes  over  the  .scratch  coat.  In  still 
another  method  stones  which  have 
been  ca.st  and  cured  in  the  factory 
(Continued  on  Page  49) 


Top  Right:  A  clean¬ 
er's  store  after  ap¬ 
plication  of  stone  sid¬ 
ing.  Lower  photos 
show  the  enormous 
improvement  in  the 
oppeorance  of  the 
frame  home  (left) 
after  treatment  with 
stone  siding  (right). 

— f^hotos  courtesy 
Fmco  Cement 
Products  Co. 


«■¥  *■ 
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Tired  of  the  expense  of  frequent  repainting  of  exterior  siding,  refinished  with  a  wood  resurfocer  that  restored  and  preserved 

the  owner  of  this  home  (left),  decided  to  have  it  completely  the  siding  with  the  fine  results  shown  at  the  right. 

—  riiiitus  coHrtt'sy  Sana  C  lu'wical  Corf>. 


IS  Million  Customers 
Waiting  lor  A  Salesman! 

Easily  applied,  pleasing  to  customers  and  requiring  practically 
no  investment.  WOOD  RESURFACERS  yield  big  profits 


From  Data  Furnished  by 
Sona-Gene  Chemical  Co. 
Restor-O-Wood  Div. 
New  York,  N.  Y. 


TMKRP]  are  about  60  million  pri¬ 
vate  re.sidence.s  in  the  United 
States.  Kach  year  .some  20  million 
of  the.se  require  repainting  or  re- 
surfacinjr  to  improve  their  api)ear- 
ance  and  prevent  deterioration  of 
their  exterior  wood  walls.  Yet  only 
5  million  home  owners  i)aint  or 
have  their  hou.ses  i)ainted  in  any 
one  year.  There  are  thus  about  15 
million  iK)tential  customers  waiting 
for  a  .salesman  to  tell  them  of  the 
advantages  of  a  good  wochI  resur- 
facer. 

Bear  in  mind  that  even  the  five 
million  home  owners  who  have  their 
homes  i)ainted  are  not  visited  by 
.salesmen.  When  their  homes  get  to 
look  bad  enough  they  call  in  a  local 
painter  on  their  initiative  or  else 


they  simply  buy  some  paint  and  do 
the  job  them.selves. 

Being  unskilled  at  this  .sort  of 
work,  he  thinks  that  slapping  on 
one  coat  ought  to  do  the  job.  Often 
however,  he  neither  has  the  time  or 
desire  to  do  the  work  him.self  and 
he  may  al.so  fear  to  risk  his  neck  on 
a  high  and  perhaps  rickety  ladder. 
So  he  calls  in  a  local  painter  who 
has  .scaffolding  equipment  and  un- 
der.stands  the  importance  of  put¬ 


ting  on  an  undercoating,  even  if  it 
is  of  the  cheapest  grade  of  paint, 
before  applying  the  final  coat. 

Such  a  profe.ssional  job  will  cost 
the  home  owner  somewhere  be¬ 
tween  $800  and  $400  or  more,  de¬ 
pending  on  the  size  of  the  house 
and  part  of  the  country  in  which 
it  is  located.  It  may  last  from  three 
to  four  years  before  it  requires 
renewal. 

(Cuntitnud  on  Page  52) 


Weafher-stained,  peeling  paint  made  this  fine  old  Long  Island  (N.Y.)  look  ugly  and  drab. 
Treatment  with  o  wood  resurfocer  restored  its  fine  appearance  and  prevented  further 
deterioration. 
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LOUVER 

WINDOW 


GLASS  LOUVUS  In 
Alwminwoi  9r  W«od  StwwM 


'STORM  STOP' 
Awning  Shuttar* 


D»al»r§  in  all  principal  cities  in  U.S.A. 


Dallas,  Texas 


Miami,  Fla. 


Fort  Lauderdale,  Fla. 


#  oday’s  home  takes  on  a  new  look 
both  inside  and  out  with  the  installation  of 

CLEARVIEW  LOUVER  WINDOWS, 
the  modern  way  to  achieve  comfort 

under  all  weather  conditions. 


Available  in  many  combinations  — 
clear  or  obscure  glass  or  redwood 
louvers,  in  aluminum  or  redwood 
frames— all  with  built-in  screens, 
interchangeable  with  storm  sash. 


•ir  Glass  Louver  Windows 
in  Aluminum  Frames 
■if  Glass  or  Wood  Louvers 
in  Wood  Frames 
if  Glass  or  Wood  Louver 
Doors  in  any 
combination 
■if  Aluminum  Louver 
Jalousies 

■if  STORM  STOP  Awning 
Shutters,  All  Aluminum 


GET  A  'CLtARVieW' 
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BUILDING  SPECIALTIES 


Detroit  Dealer's  "Old  Fashioned" 
Principles  Make  Business  Boom 


Consistent  advertising,  incentive  program  for  employees, 
quality  products,  and  good  sales  organization 
are  important  parts  of  success  formulo 


Nothing  succeeds  as  success 
or  to  put  it  another  way,  once 
a  man  learns  the  formula  to  suc¬ 
cessful  business  operation  in  one 
field,  it  is  not  too  difficult  to  apply 
it  to  another.  Such  is  the  true  story 
of  Harold  A.  Anderson  and  his 
Aluminex  Corp.  of  Detroit,  Michi- 
Jtan. 

Harold  Anderson  spent  many 
years  in  the  appliance  field  repre¬ 
senting-  .several  large  companies,  so 
was  well  versed  in  speciality  and 
home  selling.  One  day  about  four 
years  ago  he  was  introduced  to  the 
storm  window  busine.ss.  The  first 
day  out  he  made  two  sales  and  de¬ 
cided  then  and  there,  that  was  for 
him.  He  worked  as  a  salesman  two 


a  dealer  and  his  ri.se  has  lieen  that 
rapid  ever  since. 

In  four  years,  he  has  outgrown 
four  buildings  and  is  today  one  of 
the  largest  operators  in  his  field  in 
Detroit.  He  gives  a  large  share  of 
the  credit  to  his  wife  who  is  in  the 
business  with  him.  As  she  .so  aptly 
put  it,  “I  was  a  window-widow. 
Harold  was  out  .selling  from  9  A.M. 
to  midnight  every  day  so  the  only 
time  I  could  .see  him  was  to  come 
to  the  office.”  Together  they  have 
built  Aluminex  Corp.  into  a  sizable 
organization  and  while  the  rough 
days  are  over,  Mrs.  Anderson  still 
loves  to  wrestle  with  problems  and 
is  at  present  an  otlicer  of  the  com¬ 
pany. 

In  trying  to  get  to  the  key  to 


Harold  A.  Anderson  (left).  President  of 
Aluminex  Corp.,  and  A.  N.  Armstrong, 
General  Manager  of  the  awning  division. 


Anderson’s  succe.ss,  he  claims  the 
reason  is  the  fact  that  he  secured 
one  of  the  finest  window  lines  in 
the  business  which  gave  him  (jual- 
ity  to  sell  rather  than  price  to  sell. 

This  year  Aluminex  Corp.  opened 
an  awning  Division  as  a  .separate 
organization  in  Detroit.  Within  a 
few  short  months  Aluminex  Corp. 
became  one  of  the  largest  awning 
dealers  in  the  city.  Why?  Well,  the 
reason  seems  to  be  that  Anderson 
again  decided  that  if  you  are  going 
to  do  .something,  do  it  right. 

He  opened  a  large  sales  and  serv¬ 
ice  office  on  a  main  thoroughfare 
in  Detroit.  He  hired  capable  men  to 
operate  it.  He  set  up  a  definite  ad¬ 
vertising  iirogram  and  he  obtained 
the  di.stributorship  of  an  outstand¬ 
ing  permanent  awning.  In  short  he 
was  in  the  awning  busine.ss,  and 
he  (lid  awning  busine.ss  as  his  re¬ 
sults  show. 

What  is  Anderson’s  formula  for 
{Continued  on  Pa<fe  55) 


weeks  and  then  decided  to  beconn* 


New  home  of  the  Aluminex  Corporation's  plastic  awning  division  in 
Detroit,  Mich.  Window  display  emphasixes  awning  sold  by  the  company. 


New  Aluminum  Combination 
Door  Made  By  Elmont 

Elmont  Mff?.  Co.  now  has  avail¬ 
able  for  dealers  a  new  2-panel 
mitred  Aluminum  combination 
door.  Features  of  the  new  Elmont 
door  include  heavy  H-beam  con¬ 
struction  gussets,  hollow  mullions, 
ribbed  face  and  smooth  interior. 
Three  stainless  half-concealed 
hinges  are  riveted  to  a  Z-bar.  Man¬ 
ufacturer  says  8  jxjints  of  attach¬ 
ment  make  the  door  sag-proof.  Of¬ 
fered  KD  at  low  prices. 

*  *  m 

Metal  and  Plastic  Awning 
Available  At  Low  Price 


Plastic  Dome,  a  new  metal  and 
plastic  awning  is  now  being  offered 
to  dealers  by  Reverse  Products  Co, 
at  an  extremely  low  price.  Awnings 
30"  in  width  cost  the  dealer  only 
$9.00  and  range  up  to  a  48"  width 
at  $14.40  to  the  dealer.  Door  cano¬ 
pies  are  also  available  at  a  dealer’s 
cost  of  $10.80  for  the  36"  width 
and  $14.40  for  the  48"  width.  Other 
widths  .stocked  by  the  manufac¬ 
turer  include  60",  72",  84",  96", 
and  108". 

The  Plastic  Dome  awning  has 
translucent  shatterproof,  light  fil¬ 
tering  plastic  panels  which  are 
separated  from  each  other  by  alu¬ 
minum  ribs.  Rust  resistant,  hidden 
steel  supports  add  to  the  strength 
and  rigidity  of  the  awning.  All 
metal  parts  are  double  coated  with 


a  special  baked  on  outdoor  enamel. 

Color  combinations  are  white 
and  green  or  red  and  white. 

«  *  * 

New,  Low  Cost  Brick  Finish 
For  Homes  And  Other 
Buildings 

A  beautiful  brick  veneer,  at  a 
fraction  of  the  co.st  of  ordinary 
brick  construction — that  is  the 
promi.se  of  QUIKBRIK,  a  cement- 
bonded  clay  product  which  can  be 
trowelled  on  any  type  of  building. 

QUIKBRIK  is  made  from 
crushed  face  brick  and  portland  ce¬ 
ment  by  a  special  process  that 
achieves  a  sturdiness  and  beauty 
superior  to  ordinary  brick  veneer. 
In  the  case  of  a  cement  block  build¬ 
ing,  the  surface  is  first  given  a 
concrete  coating  about  a  quarter  of 
an  inch  thick.  This  forms  the  foun¬ 
dation  for  the  Quikbrik  which  is 
applied  in  pla.stic  form. 


After  the  coating  is  applied  it  is 
carefully  smoothed  and  precision 


cutting  machines  are  attached  to 
the  surface.  These  cut  the  brick 
overlay  into  the  desired  natural 
brick  pattern  with  the  usual  mor¬ 
tar  lines. 

Frame,  brick,  stucco  and  other 
types  of  con.struction  require  cer¬ 
tain  preliminary  work  before  the 
Quikbrik  can  be  applied  but  none 
presents  a  .serious  or  time-consum¬ 
ing  problem. 

American  Cement  Products  of 
Detroit  owns  the  patents  for  the 
Quikbrik  method  of  construction 
and  supplies  authorized  dealers 
with  the  necessary  cutting  tools 
and  the  Quikbrik  material. 

*  *  « 

Simplicity  Outstanding 
Feature  of  New  Aluminum 
Combination  Window 


Culminating  ten  years  e.\i)erience 
in  the  design  and  manufacture  of 
combination  windows,  Ted  Smalley, 
general  manager  of  Allied  Metal 
Fabricators,  Inc.,  New  London, 
Conn.,  announces  the  introduction 
of  “The  Sentinel,”  all-extruded 
aluminum  2-track  combination  win¬ 
dow. 

“The  Sentinel”  features  “no 
latches,  no  catches,  no  gadget.s”. 

(Continu-ed  on  Page  68) 


Years  ahead  in  design  and  canstruction  fea¬ 
tures,  Aluma  Kraft  deserves  your  investigation 
and  comparison.  Don't  sell  awnings  until  you 
know  the  manufacturer.  Until  you  know  the 
quality.  Until  you  know  the  price.  There  is  no 
awning  available  to  you  today  that  offers 
greater  prospects,  or  larger  profit  opportunities. 

*  100%  Aluminum. 

*  Pre-treated  hard  aluminum. 
’  None  better. 

*  Roll  formed  for  extra  strength. 

*  Snap-on  construction.  No  moving 
parts. 

*  Baked-on  enamel  finish.  Choice 
of  colors. 

*  Weather  tested.  Will  not  leak. 

*  No  cooler  awning.  Free  air 
circulation. 

*  Strongest  durable  light-weight. 
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DEALERS  •  DISTRIBUTORS 

TERRITORIES  AVAILABLE 
WRITE,  WIRE  OR  PHONE  TODAY 

Advertising  mats,  full  color  brochures,  thank- 
you  cords,  photo  books,  full  color  mailing 
cords,  door  hangers,  handbills,  depth  pic¬ 
tures,  decals,  etc.,  and  complete  program 
for  advertising  and  merchandising  Aluma 
Kraft  Awnings.  Everything  you  need  to 
successfully  sell  awnings  from  lead  getters 
to  order  forms.  Aluma  Kraft  factory  plan¬ 
ning  offers  complete  programming  for  suc¬ 
cessful  business  operation. 

Aluma  Kraft  Aluminum  Awnings  are  avail¬ 
able  in  market-tested  range  of  Standard 
and  Deluxe  sizes  with  endless  applications 
for  windows,  doorways,  store  fronts,  patios, 
porches,  etc.,  makes  it  easy  for  you  to  get 
more  jobs.  Architects  and  owners  alike 
praise  their  modern  beauty,  utility  and 
durability.  Simple  speedy  installation  saves 
you  time  and  money. 


1«  «•«%%•« 

ALUMA  KRAFT  MANUFACTURING  CO. 

1330  North  Rock  Hill  Rood 

«  •  •  •  ^ 

St.  Louii  1 7,  Missouri  U  “  " 

YES,  I  am  interested  in  taking  on  Aluma  Kraft  Awnings.  Please 
rush  me  the  Aluma  Kraft  story. 


kraft 


Make  More  Money  This  Summer  By  Keeping 


Attic  And 


A  fully  oufomatic  10"  exhaust  fan  of  the  wall  type.  The 
storm  gate  at  the  rear  protects  exterior  opening  from  weather. 


A  S  SUMMER  approache.s  and 
home  owners  become  aware  of 
the  hot  days  to  come,  the  alert 
dealer  who  wants  to  keep  up  his 
sales  volume  will  shift  his  .selliiiK 
emphasis  to  those  of  his  products 
which  help  in  any  way  to  keep  a 
house  cool.  Attic  and  kitchen  fans 
have  excellent  possibilities  as  “sum¬ 
mer”  products  and  are  .saleable  in 
any  part  of  the  country  where  the 
temperature  is  apt  to  be  uncom¬ 
fortably  hi^h  duriiiK  the  hot 
months. 

Complete  residential  air  condi¬ 
tioning  .systems  are  still  rather  ex¬ 
pensive  and  are  beyond  the  means 
of  most  home  owners.  Attic  and 
kitchen  fans  cost  relatively  little 


for  the  comfort  that  they  give  in 
hot  weather  and  therefore  appeal 
to  the  customer.  In  addition  they 
are  quiet,  rugged,  reliable,  and 
ea.sy  for  the  dealer  to  install. 

Attic  fans  are  in  use  dui’ing  the 
night  and  a.ssure  the  home  owner 
and  his  family  of  a  comfortable  rest 
during  the  hot  sweltering  nights 
that  are  typical  of  so  many  sections 
of  the  country.  To  explain  its  ad¬ 
vantages  to  a  customer  your  sales¬ 
man  should  have  some  idea  about 
what  happens  to  the  average  house 
during  a  hot  summer  day. 

All  day  long  the  sun  beats  down 
on  the  roof  and  sidewalls  of  the 
hou.se  with  the  result  that  the  air 
in  a  poorly  ventilated  and  uninsul- 


Vertical  affic  fan  with  large 
blades  and  belt  drive  which 
operates  quietly  and  with¬ 
out  vibration. 


ated  attic  may  rise  to  as  high  as 
140  degrees.  The  heat  stored  in 
the  attic  will  radiate  downward 
through  the  ceilings  below  and  into 
all  the  rooms. 

Insulation  can  do  a  great  deal 
to  minimize  this  but  it  cannot  by 
it.self  keep  the  house  cool.  The  out¬ 
side  air  heated  by  the  sun  comes  in 
through  ojien  windows  and  doors 
and  hangs  in  thick  stagnant  layers 
under  the  ceilings. 

After  sunset  the  outside  air  be¬ 
comes  10  to  15  degrees  cooler.  Un¬ 
fortunately  this  is  no  great  help 
to  the  sleeping  occupants  of  the 
home.  The  heated  walls  and  roof 
which  have  been  baked  all  day  by 
the  sun  do  not  cool  off  as  fast  as 
the  outside  air.  Instead  they  con¬ 
tinue  to  give  off  their  accumulated 
heat  for  mo.st  of  the  night  so  that 
the  air  in  the  house  is  actually 
warmer  than  that  outside.  The  end 
result  is  that  the  family  spends  a 
hot,  restless,  and  sleeple.ss  night. 

How  does  the  attic  fan  remedy 
this  situation?  By  exhau.sting  the 
hot  air  in  the  house  and  drawing  in 
the  cooler  night  air,  the  tempera¬ 
ture  indoors  can  be  lowered  by  as 
much  as  15  deegrees. 

If  you  think  this  isn’t  much, 
consider  what  happens  on  a  night 
vhen  the  temperature  outside  is 
75  while  that  inside  is  hovering 
around  90.  Most  people  find  sleep 
difficult  when  the  thermometer 
rises  above  80  and  those  10  or  15 
degrees  usually  mean  the  differ¬ 
ence  between  a  pleasant  night’s 


Customer's  Homes  Cool  With 


Kitchen  Fans 


.All  f'hotits  i'ourtixy  .1.  Mondial  fir  C 

Horizontally  mounted  package  unit  attic  tan  used  in  rone 
type  homes  or  other  dwellings  with  very  low  attic  ceiling] 


which  are  lined  with  Celotex  or 
similar  sound  absorbent  material 
that  effectively  muffles  all  noise. 

The  suction  box  is  placed  over 
the  head  of  the  .stair  well  or  over 
an  openinjr  in  the  attic  floor  that 
jfoes  through  to  the  ceiling  l>elow. 
Its  purpose  is  to  increase  the  suc¬ 
tion  power  of  the  fan. 

Vibration  is  no  problem  either 
bwau-se  the  frame  of  the  fan  is 
mounted  on  rubber  or  suspended  a 
little  above  the  attic  floor  by  means 
of  chains  and  springs  vv'ith  rubber 
mountings.  To  eliminate  any  possi¬ 
bility  that  the  fan  may  transmit 
vibration  to  the  suction  box,  a  flex¬ 
ible  canvas  collar  is  used  to  con¬ 
nect  the  fan  frame  to  the  box. 


Installation  is  ea.sy  and  there  is 
no  difficulty  in  training  mechanics. 
Electrical  connections  should  Ih' 
left  to  a  licen.sed  electrician  but 
even  this  work  does  not  add  much 
to  the  cu.stomer’s  bill. 

Another  product  which  should 
be  sold  along  with  the  attic  fan  is 
a  kitchen  exhaust  fan.  The  average 
housewife  spends  most  of  her  time 
in  the  kitchen.  During  the  warm 
months  this  part  of  the  hou.se  can 
get  terribly  hot  when  the  .stove  is 
going  even  if  all  the  doors  and 
windows  are  wide  open.  At  the 
end  of  a  long  day  in  the  kitchen 
the  little  woman  is  likely  to  feel 
as  if  she  has  been  working  in  a 
(Continufd  0)1  Page  56) 


slumber  and  uncomfortable,  fitful 
dozing  that  leaves  the  re.stless 
sleeper  exhau.sted  and  irritable 
when  he  awakens  in  the  morning. 

To  obtain  the  b’e.st  results  from 
the  attic  fan  the  home  owner 
should  be  told  to  clo.se  all  the 
ground  floor  windows  and  open  all 
the  ba.sement  windows.  The  fan 
will  draw  the  cool  air  clo.se  to  the 
ground  into  the  house  through  the 
basement  windows  and  up  the  .stair 
well  to  the  up{)er  .story  where  the 
bedrooms  are  located.  From  here 
it  is  sucked  into  the  attic  and  ex¬ 
pelled  through  an  attic  window  or 
louvered  opening  in  the  attic  wall. 
Where  there  is  no  ba.sement  the  air 
is  drawn  in  through  some  of  the 
(tpen  windows  on  the  lower  floor 
and  the  windows  on  the  upper 
.story  are  closed. 

The  attic  fan  also  creates  a 
gentle  current  of  air  through  the 
hou.se  and  this  in  it.self  can  be  a 
relief  to  the  sleeper  on  a  hot  night. 
The  fan  should  run  all  night  and 
may  be  kept  going  until  about  ten 
o’clock  in  the  morning  when  the 
air  is  .still  cool.  After  that  it  is 
turned  off  for  the  re.st  of  the  day. 

Prospects  sometimes  object  that 
the  noi.se  of  the  fan  may  keep  them 
awake.  The  salesman  can  set  their 
minds  at  re.st  on  this  score  because 
attic  fans  are  designed  to  operate 
without  noise  or  vibration.  Their 
large,  belt-driven  blades  turn 
slowly  and  therefore  do  not  whine, 
hum.  or  roar.  In  addition,  many 
fans  are  mounted  in  suction  boxes 


Kitchen  ezhaust  fan  with 
8"  or  10"  blades,  it  is 
ideal  for  removing  cooking 
odors  and  hot,  stale  air. 
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B.  S.  REPORTER . . . 


H.  Miller  To  Be  Philadelphia 
Feather-Lite  Distributor 


Harry  Miller  (left)  who  recently  became 
the  Feather-Lite  distributor  in  Philadel¬ 
phia  being  congratulated  by  his  brother, 

S.  A.  Miller,  Soles  Mgr.  of  Feather-Lite. 

S.  A.  Miller,  Sale.s  Manager  of 
Feather-Lite  Mffjr.  ('o.,  of  Detroit, 
Mich.,  rwently  announced  that  his 
brother,  Mary  Miller,  will  be  the 
exclusive  di.stributor  for  Feather- 
Lite  i)roduct.s  in  the  Philadelphia 
sales  district.  Mr.  Harry  Miller’s 
company  will  be  known  as  Feather- 
Lite  of  Pennsylvania  and  will  have 
its  .sales  offices  in  Philadelphia. 

In  addition  to  whole.salinj?  the 
Feather-Lite  Line  of  Aluminum 
and  Redwood  ('ombination  win- 
<lows  and  doors.  Feather-Lite  of 
Penn,  will  maintain  warehousing' 


facilities  in  order  to  expedite  or¬ 
ders  in  that  area.  This  move  was 
made  necessary  due  to  the  wide 
and  .satisfactory  acceptance  of 
L’eather-Lite  Products  in  that  sec¬ 
tion.  With  these  new  dealer  facili¬ 
ties,  dealers  will  be  able  to  .service 
and  complete  their  orders  in  rt^c- 
ord  time. 

In  order  to  further  increa.se  the 
smooth  and  efficient  operation, 
Feather-Lite  of  Penn,  will  main¬ 
tain  a  .service  dei)artment  .staffed 
with  able  and  competent  service 
men  to  handle  that  pha.se  of  the 
business. 

* 

Weather-Wise  Windows 
Moves  To  Youngestown,  O. 

George  Green  of  Weather-Wise 
Windows,  Inc.,  manufacturers  of 
aluminum  storm  windows,  screens, 
and  doors,  announces  the  removal 
of  the  company’s  i)lant  from  Alli¬ 
ance,  ().,  to  Youngstown,  O.  The 
comi)any  moved  into  its  new  build- 
ini',  located  at  3655  Oakwood  Ave., 
Vouriirstown  9,  ().,  early  in  March. 
Mr.  Green  reports  that  the  new 
plant  has  a  truck  well  in  front, 
loading  docks  at  the  rear,  and  has 
alxnit  15,900  .sq.  ft.  of  floor  space. 


B.  R.  Gold  Appointed  By 
Diamond  Bldg..  Products  Co. 

Bernard  R.  Gold  has  l>een  ap- 
jK)inted  Advertising  and  Sales  Pro¬ 
motion  Director,  it  was  announced 
recently  by  Mr.  Nathan  Brown, 
President  of  Diamond  Building 
Products  Corporation,  Cleveland, 
Ohio. 


B.  R.  Gold 


Mr.  Gold  will  be  in  charge  of 
promoting  the  new  TRIAD  Com¬ 
bination  Storm  Window,  the  first 
All  Stainless  Steel  triple-track 
model  ever  offered  to  the  public.  An 
extensive  consumer  and  trade  cam¬ 
paign  is  being  planned. 

Before  joining  Diamond,  Mr. 
Gold  was  a  national  sales  executive 
of  Jo.sam  Manufacturing  Company. 
He  is  a  graduate  of  Cornell  Uni¬ 
versity  and  of  Western  Reserve 
University. 

♦  ♦ 

Old  Quaker  Branch 
Factory  In  Syracuse,  N.  Y. 

The  mastic  exterior  wall  cover¬ 
ing,  Atomastic,  is  now  being  manu¬ 
factured  at  a  branch  factory  in 
Syracuse,  New  York.  Made  by  the 
old  Quaker  Paint  Com))any  the 
product  was  previously  manufac¬ 
tured  only  at  the  Los  Angeles  plant. 

Max  Goodman.  President  of  Old 


The  newly  erected  plant  of  Weather-Wise  Windows,  Inc.,  in  Youngstown,  O. 
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Quaker  stated  that  the  move  was  | 
made  as  the  first  step  in  a  jilan  to  | 
distribute  the  prcKluct  on  a  nation¬ 
wide  basis.  Shippinjif  delays  to  the 
East  have  been  eliminated  by  the 
move,  aceordinjr  to  Mr.  Goodman, 
thereby  stei)pinfj  ip)  schedules  and 
delivery  dates. 

*  ♦  ♦ 

Full  Screen  Output 
Continued  By  Universal 

Univer.sal  Fabricators,  manufac¬ 
turers  of  steel  and  aluminum 
.screens,  recently  announced  that 
its  special  contract  division  will 
make  over  2  million  bomb  tail  fin 
a.ssemblies  for  the  U.  S.  Army 
Chemical  Corps.  The  defense  con¬ 
tract,  a  company  spokesman  said, 
will  not  in  any  way  affect  Univer¬ 
sal’s  normal  .screen  production 
since  the.se  are  made  by  a  .separate 
division  of  the  company.  Full  sup¬ 
plies  of  screens  are  available  to 
dealers. 

«  *  » 

Alcoa's  Pt.  Comfort  Plant  . 

Increases  Aluminum  Output  ' 

With  the  flick  of  a  .switch,  Georj^e  | 
R.  Stout,  manag^er  of  the  Point  , 
Comfort  Works  of  Aluminum  Com-  ! 
pany  of  America,  .set  the  fir.st  of 
two  new  smelting  lines  into  opera-  j 
tion  at  the  plant. 

The  new  line  increa.ses  Point 
Comfort’s  production  cai)acity  to 
about  135,000,000  pounds  of  alu¬ 
minum  annually,  and  constitutes  | 
a  major  .stej)  toward  alleviatinjr  the 
national  aluminum  shortage. 

By  terms  of  a  contract  sif?ned 
last  fall  by  Alcoa  and  the  General 
Services  Administration,  the  U.  S. 
Government  will  K’et  fir.st  call  for 
five  years  on  the  output  of  the  two 
new  Point  Comfort  units.  The  sec¬ 
ond  new  line  is  scheduled  for  com- 
l)letion  within  three  months. 

«  *  ♦ 

Kaiser  To  Increase 
Tacoma  Aluminum  Plant 

Kaiser  Aluminum  &  Chemical 
Corporation  has  raised  its  i)rimary 
aluminum  production  K^^al  beyond 
the  800,0()0,000-i)ound-a-year  mark  i 
by  authorizinjr  immediate  construc- 
(Continued  on  Page  60) 


For  Bigger 


Profits  .  .  .  Better  Customer  Satisfa<rtion 


INVESTIGATE  AIR  MASTER 

PRIC€V~RI0HJ 

ALUMINUM  STORM  WINDOWS 


Come  in  and  visit  our  modern,  spacious  Plant! 
Mail  Coupon  Today  for  Full  Information 


AIR  MASTER  CO. 

I8lh  St.  at  Lehiqb  At*.,  Philadelphia  32.  Pa. 

Please  send  me  lull  Iniormatlon  and  prices  on  your 
complete  Storm  Window  line. 

Name  . 

Address  . 

Zone . State . 


Permanently  Installed! 
HINGED  ALUMINUM 
CASEMENT  STORM  SASH 


*  IV4"  Dead  Air  Space  to  Control 
Condensation. 

*  Positive  Weather-Stripping  Seal  — 
Prevents  Drafts  Through  Primary 
Windows. 

The  AIR  MASTER  extruded 
aluminum  storm  window  is  a 
stock  item  manufactured  in 
standard  sizes  and  is  available 
for  immediate  delivery. 


ALL  ALUMINUM  COMBINATION 


STORM  WINDOW 


*  Easily  Installed  *  No  Screws.  No  Springs 


*  Precision  Built  *  Fingertip  Operation 


The  AIR  MASTER  all-aluminum  combina¬ 


tion  storm  window  is  designed  for 
weather  protection,  providing  a  screen, 
storm  window 


Air  Master  CO. 

I8TH  STREET  AT  LEHIGH  AVENUE,  PHILADELPHIA  32,  PENNA. 
PHONE:  BAIdwin  3-7100 

Member  of  the  Notional  Combination  Storm  Window  ond  Door  Inititote,  Inc. 
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BUILDING  SPECIALTIES 


THE  MOST  PROriTABU 
OUTS  I  PE  CASEMENT  W INVOW 
ON  THE  MARKET  TOP  AY 

if  1 -Piece  Unit 

if  Simple  Installation 

if  Swings  Open  for  Cleaning  — 
Never  Has  to  Be  Taken  Down 

Available  Now  For  KD  Operations 

if  Simple  Assembly!  Only  4 
Corners  to  Put  Together. 

WRITE  TODAY 

ALUMICASE  MFG.  CO. 

5611  —  5fh  St.,  N.W.  Washington,  D.  C. 


On  The  House 

(Coiitiinwd  from  Page  25) 
of  new  home  owners  in  the  market 
for  specialty  products. 

That  the  market  for  home  im¬ 
provement  products  and  services 
will  continue  to  grow  seems  evi¬ 
dent  from  a  statement  by  Dr. 
Richard  U.  Ratcliff,  former  direc¬ 
tor  of  housing  research  of  the 
Housing  and  Home  Finance  Agen¬ 
cy.  Speaking  at  a  recent  meeting 
of  the  Prefabricated  Home  Manu¬ 
facturer’s  In.stitute,  Dr.  Ratcliff 
.said  that  America  will  need  about 
14<  ■>  million  homes  in  the  next  ten 
years.  An  average  of  700,000  new 
dwellings  must  be  built  annually 
to  house  new  families  and  replace 
units  destroyed  by  fire  and  disas¬ 
ter  and  an  additional  7.50,000  will 
be  needed  each  year  to  replace 
temporary  and  substandard 
home.s,  he  said.  Well,  it  looks  like 
the  home  improvement  industry 
will  have  plenty  of  customers  for 
a  long  time  to  come. 


Your  Hands  Are 
All  You  Need  .  .  . 


Get  a  protected  territory  now, 
handling  the  best  precision 
manufactured  knocked  down 
Aluminum  Storm  Window  and 
Screen  backed  by  28  years  of 
manufacturing  "know-how". 
Never  before  has  so  much  been 
offered  for  so  little! 


First  Step 

to  better  Storm  Window  Profits! 


ALL 

ALUMINUM 

WINDOW 


Now  Ready  For  Immediate  Delivery! 


Yes  .  .  .  your  hands  are  all  you  need  to  assemble  this 
W  I  N  S  U  L  I  T  E  wonder!  This  A-6 
"Weatherite"  is  engineered  to  the 
highest  standards  known!  Constructed 
of  63  ST  Extruded  Aluminum.  Con¬ 
trolled  ventilation!  Self-storing!  As 
low  as 


7.90 
KD 


Visit  With 
Us  As  Our 
Guest! 


Don't  Delay!  Write,  Wire,  or  Phone  for  Full  Particulars  NOW! 
Winsulite  Manufacturing  Co.  •  721  N.  Central  Ave.  •  Balto  2,  Md. 


May,  1952 


45 


Aluminum 

(Continued  from  Page  27) 

sized  that  naminj?  of  the  witnesses 
carried  no  implications  that  they 
had  done  anything  wrong.  Sen.  i 
Moody  said  that  his  committee  in¬ 
tended  to  study  reports  that  alum¬ 
inum  obtained  without  permission 
from  the  NPA  has  been  diverted 
into  trade  channels. 

“If  these  witnesses  give  the 
committee  conclusive  proof  that 
there  has  been  a  substantial 
amount  of  ‘hot  aluminum’  used  in 
violation  of  the  regulations  it  will 
constitute  a  serious  indictment  of 
our  defense  effort,’’  the  Senator 
.said. 

“To  allow  violators  of  the  law  to  ; 
prosper  while  many  small  fabrica¬ 
tors  are  near  bankruptcy  is  an  in-  j 
equity  that  must  be  corrected 
immediately.”  ■ 

As  we  go  to  press  no  final  report  I 
has  come  from  Sen.  Moody’s  sub¬ 
committee  on  the  final  outcome  of  | 
the  inquiry.  Many  dealers  feel  that  : 
the  inquiry  is  too  late  to  do  any  , 
good  and  that  action  should  have 
been  taken  many  months  ago  to  | 
ease  the  plight  of  the  small  fabri-  i 
cator  who  w’ill,  in  any  case,  get  i 
little  benefit  from  the  committee’s 
efforts. 

Air  Conditioners 

(Continued  from  Page  29) 

many  u.seful  functions  for  the  home  ! 
owner  that  any  well-trained  sales¬ 
man  should  be  able  to  get  plenty 
orders. 

'The  investment  required  to  get 
into  this  rich  business  is  remark-  ' 
ably  small.  If  you  don’t  have  very  | 
much  capital  you  can  start  w'ith  i 
just  one  small  unit  at  a  cost  of 
approximately  $250.  If  you  are  in 
a  location  where  you  can  attract  in  ' 
off-the-street  customers,  you  can  i 
invest  in  a  $10  display  stand.  In 
.some  cases  a  distributor  will  give  i 
you  the  stand  for  nothing.  ! 

Most  small  dealers  carry  at  least  I 
two  or  three  units  while  tho.se  who  ' 
(Continued  on  Page  46) 


A  Combination 

STORM  and  SCREEN  DOOR 


STAINLESS  STEEL 


DOOR  TO  PROFITS 


11  MAJOR  POINTS 
of  SUPERIORITY 


It  Super-strong  welded  corners. 

'©  Heovy  duty  door  check. 

©  Double  strength  gloss. 

'O  Hinges  of  stainless  steel,  welded-in. 

Stainless  steel  reinforced  welded  push-bar. 
Screen  wire  of  stainless  steel. 

©  Quick  change-over  from  glass  to  screen. 

■O  Sloymaker  mortise  stainless  steel  lock. 

.©  Stainless  steel  expanding  channels  —  for 


custom  fit. 

Reinforced  stainless  steel  welded  channels  for 
extra  door  strength. 

<D  "Tufflex"  Soundproofing. 


Challenger  Combination  Storm  and 
Screen  Doors  are  precision  engineered  to 
give  you  the  ultimate  in  design,  material 
and  construction. 

Excellent  consumer  acceptance!  Big  profit 
opportunity!  Investigate  today! 


Immediate 

Delivery 


Challenger  ProdiicM,  Inc  Dept.  $Y 
2601  Penn  Ave.,  Pittsburgh  22,  Po. 
Gentlemen:  Please  send  me  more  information 
on  my  "Door  to  Profits"! 
Contractor  □  Jobber  Q  Dealer  Q 


Address 


2601  Penn  Ave.,  Pittsburgh  22.  Pa 
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BUILDING  SPECIALTIES 


BOOST  YOUR 
VOLUME  WITH 


Stock  Up! 

Cash  in  on  the  Screen  Market! 

►  I  here’s  a  lot  of  money  to  be  made  sell¬ 
ing  screens  — and  Wilson  dealers  are 
making  it  in  today’s  huge  replacement 
market.  These  fast  selling  Wilson  Screens 
are  now  available  at  the  lou  est  prices  ever 
offered  for  a  quality  product.  Get  your 
share  of  screen  business  — stock  up  now. 


HALF  SCREENS 
for  double  hung  windows 

Fconomical  half  screens 
for  any  size  window.  Lift 
and  two  %’  aluminum  "L'" 
tracks  included. 


LOOK  AT 

THESE 

FEATURES 


ALUMINUM  SCREENS 
for  metal  cosemenis 

Available  in  sizes  to  lit  all  stand¬ 
ard  metal  casements.  Special 
clips  and  screws  furnished. 
Hoxed  and  ready  to  ship  in 
quantities  of  12  per  box. 


FULL  LENGTH  SCREENS 
for  double  hung  windows 

Heavy  1'  aluminum  sec¬ 
tions.  Extra  riftid  frames 
eliminate  need  for  cross 
bars  even  on  the  lar^test 
screens.  Available  in  any 
size.  Top  hangers  and  bot¬ 
tom  fastener  included. 


•  STURDY  —  Precision  mode,  heavy  gouge 
tubular  aluminum  frames,  plastic  spline,  alumi¬ 
num  wire.  Reinforced  corners. 

•  DURABLE  —  Last  a  lifetime  without  paint¬ 
ing.  Stainproof,  cannot  rust,  warp  or  rot. 

•  ATTRACTIVE  — Slender,  graceful  styling. 
Natural  lustre  blends  with  any  color  scheme. 

•  QUICKLY  INSTALLED- Go  on  in  a 

jiffy.  Lightweight,  easy  to  handle. 


LIBERAL  DISCOUNTS  — 
IMMEDIATE  DELIVERY 


L.  S.  WILSON  MFG.  CO. 

2300  S.  WESTERN  AVE.  •  CHICAGO  S,  ILLINOIS 


Air  Conditioners 

(CotitinKcd  from  Page  45) 
have  developed  their  kx;al  market. s 
may  carry  a.s  many  as  200.  One 
large  company  in  the  field  state.s 
that  some  of  their  best  dealers  in 
1051  started  out  with  only  one  unit 
in  1050. 

Dealer  mark-ups  vary  from  50 
to  55''^  although  this  depends  on 
the  manufacturer  and  di.stributor 
of  any  particular  brand. 

Costs  of  operation  to  the  cu.s- 


tomer  are  very  moderate  depending 
on  what  the  local  rate  for  electricity 
is.  The  average  'fj.  H.P.  room  air 
conditioner — the  m.ost  popular  size 
—  consumes  appro.ximately  1250 
watts  per  hour  and  is  u.sed  about 
nine  hours  per  day. 

Installation  offers  no  problems  to 
the  specialty  dealer.  It  is  an  easy- 
job  and  can  be  accomplished  by  un¬ 
skilled  labor  in  about  50  to  45  min¬ 
utes  at  the  customer’s  home.  If  you 
have  no  men  to  spare  the  job  can 
be  done  for  you  by  a  service  organ¬ 


ization  or  by  refrigerator  installers. 

Mo.st  dealers  will  find  no  diffi¬ 
culty,  however,  in  using  their  regu¬ 
lar  in.stallation  crews  to  do  this 
work.  All  operations  of  the  job  can 
be  done  by  one  man  although  he 
needs  a  helper  to  assist  him  with 
one  part  of  the  work. 

As  to  the  amount  of  service  nec- 
es.sary — the  e.\i)erience  of  dealers 
now  in  the  field  indicates  that  air 
conditioners  require  less  in  number 
of  calls  per  .sale  than  any  other 
major  appliance. 

This  is  a  growing  and  highly 
profitable  field  and  it  has  enormous 
po.ssibilities  for  the  able  dealer. 


Kitchen  Planning 

{Contiaued  from  Page  50) 

Where  there  is  ample  space  21  feet 
along  one  or  more  walls  is  a  good 
average.  The  ideal  arrangement  of 
the  work  center  is  one  having  a 
continuous  counter  surface;  that 
is,  no  “breaks”,  such  as  a  one-wall 
type,  the  “L”  or  “U”  type.  In  bend¬ 
ing  the  work  unit,  additional  wall 
space  is  required  for  clearance  of 
corner  cabinets. 

Frequently  it  is  nece.ssary  to 
break  the  unit  into  two  or  three 
work  centers.  In  a  continuous  lay¬ 
out  .some  of  the  counter  surface  is 
common  to  two  work  centers, 
therefore  when  the  work  center  is 
“broken”  additional  counter  sur¬ 
face  is  nece.s.sary. 

Storage  space  should  be  pro¬ 
vided  below  the  counter  surface  as 
well  as  above  it  in  the  form  of  base 
cabinets  and  wall  cabinets.  For  the 
average  size  family  about  6  (lin¬ 
eal)  feet  of  counter  surface  and 
base  cabinets  are  necessary  where 
space  is  limited.  To  this  should  be 
added  at  least  22.5  square  feet  of 
shelf  area  in  the  form  of  wall  cab¬ 
inets. 

Where  ample  space  is  available 
the  amount  of  counter  surface  and 
ba.se  cabinets  should  be  11  (lineal) 
feet  while  the  square  footage  of 
shelf  area  is  about  57.6. 

{Coutwned  on  Page  49) 
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“Alumidor^ 

The  Door  To  Comfort,  Economy 


Yes.  sales  on  Alumidor  are  still  growing  every  ^ 
day  by  leaps  and  bounds  —  because  it  has  a 
great  appeal  to  homeowners  plus  rugged  dura¬ 
bility,  beauty  and  balance 

All  of  Alumidor's  selling  features  are  too 
numerous  to  mention  here,  but  Alumidor  is 
outstanding  because  it  is  the  only  door  with 
graceful  fluted  side  and  head  rails  on  the 
outside  and  is  satin  smooth  on  the  inside.  They 
can  be  sold  with  either  butt-end  or  mitered 


Successful,  prosperous  salesmen  say,  “this  is 
the  door  that  leads  to  profit",  but  to  get  the 
whole  story,  drop  us  a  line  today. 


r'-— ^  -Xt ' 


//^ 


v’a 


A  few  K.  D.  distributorships  are  still  avail¬ 
able.  Present  Alumidor  Distributors  have 
sufficient  inventories  to  supply  dealers. 


Lli^midor  mfg.  compaky,  struthers,  OHIO  youNGSTowN,  OHIO  5-2195 
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STORM  WIZARD 

ALL  ALUMINUM  COMBINATION  DOOR 


2 

3 


PANEL 


or 


PANEL 


*  Glass  and  Aluminum 
cloth  inserts. 

*  Rubber-set  for  positive 
seal. 

*  Heovy-gougc  aluminum 
hinges  with  stainless 
steel  bearings. 

*  Complete  aluminum  door 
jamb. 

*  Outer  frame  hollow 

extrusions  1"  thick. 


Exi  I  a  si  I  e  I'vu  u  c  hi  ses  ! 

New  York,  New  Jersey  and 
Connecticut  available. 

ATTRACTIVE  PROPOSITION 


STORM  WIZARD  DOOR  CORP. 

112  CHERRY  LANE 
FLORAL  PARK,  L  I.,  N.  Y. 


TELEPHONES: 
Fleldstone  7-3220 

FLoral  Park  4-7423 


BEAUTIFUL  •  DURABLE  •  NON-FADING 


WRITE  FOR  PRICES 
AND  SAMPLES 


AN  EXCITING  NEW  WALL  FACING  WHICH 
OFFERS  UNLIMITED  PROFIT  OPPORTUNITIES! 

I aiui  <It‘.sij;ii«*(I  I»y  tilt* 

(Tiiftsincii  .  .  .  otltTfd  ill  :i  widt*  riiii>r«‘  of  !»<■- 
witfliinj;  colors  .  .  .  delicate,  restful  pastels, 
rich  .solid  colors,  lovely  marhh*  effects. 

Mcvel  cd>;e,  with  scientifically  dcsifiiicd  hack 
for  firm  atihcsioii  to  mastic.  Siippli«*d  with 
caps,  strips,  inside  and  outside  corner-  and 
hnihiose  caps.  Li;:hl  in  wt‘ij>ht  hnt  stroiif;  .  .  , 
attractively  priced. 

YOU  CAN  RECOMMEND  HASTINGS 
TILE  WITH  CONFIDENCE 

F’.v  hiituiy  roiiffOii  hflov\  without  ohhgutiou. 

I - 1 

I  METAL  TILE  PRODUCTS,  INC. r  Dept.  SOT,  Hastings,  Mich.  | 

I  Sand  me  information  on  HASTINGS  plastic  file.  I 

I  I  am  an:  □  Architect  O  Dealer  □  Distributor  I 

I  □  Contractor  I 

I  NAME  I 

ADDRESS  I 

I  CITY  STATE 

I _ J 


fast  Selling. , , 
Easy  to  Install 

T'liis  colorful,  new  plastic  wall 
facing  i.s  iiianiifacturcd  to  the 
same  high  slaiulanls  iiseil  in  pro¬ 
ducing  I  he  well  known  line  of 
H ASTI \(iS  ainmilile. 

NOW  dealers  can  olitain  from 
one  reliahle  source,  both  plaslie 
and  metal  tile  to  meet  the  re- 
(piiremenls  of  ail  enstomers.  f.ir 
hoth  new  eoiislrnelioii  and  re- 
moileling  joli-.  Serves  eonniless 
uses  for  homes,  inst  it  nt  i<iiis,  eoin- 
mereial  buildings. 


Hints  To 
SALESMEN 


I'' HERE  is  a  time  and  a  place 
for  everything — even  isolation¬ 
ism.  However,  the  building  spe¬ 
cialty  field  is  definitely  no  place  to 
emulate  the  turtle,  and  stay  with¬ 
in  your  .shell.  To  be  successful  in 
this  highly  competitive  business, 
you  have  to  get  out  where  people 
can  see  you — and  you  can  see 
them,  and  STAY  there! 

That,  in  a  nutshell  is  the  opinion 
of  a  succe.ssful  .salesman  employed 
by  a  medium  .sized  firm  in  New 
York.  His  territory  includes  seven 
towns  in  Westchester  County,  all 
of  a  better  than  average  suburban 
type.  In  spite  of  the  vast  volume  of 
new  building  that  has  gone  on  in 
his  territory  within  the  past  five 
years,  prospects  are  numerous,  and 
the  number  of  homes  over  fifteen 
years  old  is  far  greater  than  the 
number  of  units  under  that  age. 

However,  bitter  experience  long 
ago  di.sabu.sed  this  man  from  the 
“better  moii.setrap  and  the  world 
will  beat  your  doors  down”  school 
of  thought 

“You  have  to  get  out  where  the 
prospects  are;  let  them  see  you  and 
your  products.”  he  now  intones. 
Prospects  are  the  lifeblood  of  the 
home  improvement  busine.s.s,  but 
first  they  mu.st  be  Icxiated,  then 
called  upon,  and  then  the  sale 
brought  to  a  close.  It  is  this  first 
step,  the  location  of  the  active 
prospects,  that  usually  is  the  real 
stoppen*.  The  other  steps  can  be  ac¬ 
complished  by  any  trained,  expe¬ 
rienced  salesman,  but  the  primary 
location  i.s  where  mo.st  plans  fall 
down.  They  either  just  don’t  pro¬ 
duce  enough  ACTIVE  prospects  or 
they  over-produce,  but  with  such 
a  high  percentage  of  suspects  in¬ 
stead  of  prospects,  that  the  sales¬ 
man’s  time  is  wasted,  and  his  rate 
of  closure  drops  to  near  zero. 


May,  1952 


This  particular  salesman  has. 
over  a  period  of  years,  tried  every 
plan.  Direct  mail,  newspaper,  local 
radio,  outdoor  display,  transit 
cards,  house-to-house  canvassing, 
both  alone  and  with  crews  and  on 
one  score  or  another,  he  has  found 
them  ail  to  be  lacking. 

Best  way  to  obtain  actual  pros¬ 
pects  is  to  be  where  they  are — in 
quantity.  County  fairs,  local  hous¬ 
ing  shows,  exhibits  at  church, 
I>egion.  and  similar  “bazaars” 
have  really  paid  oif.  Method  is 
simple:  be  where  they  are  at  a 
time  when  they  are  in  a  relaxed 
frame  of  mind,  and  their  sales  re¬ 
sistance  guards  are  down. 

[To  />V  ('oiitinii(’d) 

Kitchen  Planning 

iContiuued  from  Pane  46) 
There  are  numerous  shapes 
w’hich  any  kitchen  layout  can  as¬ 
sume.  Generally  this  is  determined 
by  the  shape  of  the  room  and  the 
amount  of  lineal  space  available 
along  the  walls.  There  are  one-wall 
layouts,  two-wall,  “L”  shape,  “U” 
shape,  broken  “L,”  and  broken 
“U.” 


Stone  Siding 

{Continued  from  Page  33) 
and  shippetl  in  cartons  are  applied 
to  the  wet  bonding  coat  with  mor¬ 
tar  in  much  the  .same  manner  as 
tile. 

Mineral  colors  are  al.so  applied 
in  various  ways.  They  may  be 
sprayed  in  a  wet  mold  before  the 
cement  is  i)oured  in  or  applied  to 
the  damp  .stones  after  they  have 
been  formed  in  the  outer  coat  of 
mortar.  Pre-cast  stones  made  at 
the  factory  are  colored  at  the  time 
they  are  manufactured. 

Simulated  stone  siding  can  al.so 
be  applied  to  brick,  ma.sonry,  cin¬ 
der  block,  and  concrete  walls.  In 
most  ca.ses  manufacturers  recom¬ 
mend  the  .same  procedure  that  is 
used  in  frame  house  in.stallations. 

(Continued  on  Page  50) 


LOOK  TO 


TO  CUT  YOUR  SCREEN  COSTS! 

America's  No.  I  Mass  Producer  of 

METAL  USEMENT  SCREENS 


Universal's  new  low  prices  on  aluminum  and 
bronze  casement  screens  outvalue  them  all. 
Huge-volume  economies  make  this  possible 
and  we  are  passing  the  savings  along  to  you. 
Precision  made  Universal  Screens  are  top 
values  all  the  way — design,  materials  and 
construction. 


50 


BUILDING  SPECIALTIES 


fRB^‘ 

A  Sample  Of  A 

DEC-0-GiL[ 

—  America's  Most 
Distinctive  Aluminum 
DOOR  GRILLE 


Illustrated  Dec  0  Grille  0'26n 


Seeiftg  is  believing  that's  why  we  wont 
to  send  you  o  free  sample  of  our  push 
bori  We  wont  you  to  see  with  your  own 
eyes  why  Oec-O-Grilles'  brilliant,  mirror¬ 
like  finish  mokes  people  everywhere  soy: 
"Nothing  like  them  on  the  market!" 

The  secret  lies  in  Dec-O-Grilles'  exclusive 
hond-burnishing  process  by  skilled  crafts¬ 
men  which  creates  o  surface  splendor  and 
smoothness  that's  beautiful,  customer-catch¬ 
ing! 

See  for  yourself  —  write  today  for  o  free 
somple  and  our  latest  catalog. 

•  80  new  —  different  designs  to  fit 
all  sizes  and  makes  ef  doors! 

•  Every  design  constructed  of  the  finest 
eitruded  aluminum! 

•  Immediate  delivery  of  stock  designs 
—any  quantity! 

•  Custom  designs  to  order! 

DE(-0-GRILLES,  INC. 

470  Park  PI.  Long  Beach.  N.  Y. 

Phone:  LOng  Beach  6  0118 


Stone  Siding 

(Coutintied  from  Page  49) 

However,  some  methods  require 
only  a  wet  bonding  coat  of  mortar 
which  is  applied  directly  to  the 
masonry  wall  and  the  stones  are  at¬ 
tached  to  this. 

The  capital  inve.stment  required 
is  extremely  small.  One  or  more 
trucks  are  needed  to  carry  ma¬ 
terials  to  the  job  but  this  does  not 
repre.sent  a  new  inve.stment  since 
,  most  dealers  are  already  equipped 
'  in  this  respect.  Steel  troughs  and 
tools  u.sed  for  mixing  and  applying 
mortar  will  cost  less  than  $100. 
Inventory  consists  mo.stly  of  port-  , 
land  cement,  sand,  and  whatever  ! 
I  other  components  go  into  the  stones 
including  coloring  matter. 

\  Usually  the  manufacturer  .sells  a 
!  franchise  to  the  dealer  and  may 
rent  or  lea.se  him  the  s{)ecialized 
j  equipment  neces.sary  for  a  particu- 
I  lar  application  method.  In  addition  i 
j  to  sales  and  advertising  assistance,  ' 

I  the  franchi.se  may  include  pro-  : 
visions  for  training  the  dealer’s  ! 
mechanics  in  installation  methods. 
The  training  consi.sts  of  a  one  ; 
or  two  -  week  course  at  a  special  : 
“.school”  run  by  the  manufacturer.  I 

Improved  Appearance 

In  the  vast  majority  of  cases  ; 
people  reside  their  homes  becau.se 
of  a  desire  from  improved  api)ear- 
ance.  There  can  be  no  que.stion  ^ 
about  simulated  .stone  siding  ful-  ' 
filling  this  desire  and  the  rapid  i 
increa.se  in  the  demand  for  this 
type  of  siding  speaks  for  itself. 
The  .salesman  of  simulated  stone  ' 
has  more  to  .sell  than  apj>earance.  | 
Experience  has  shown  that  the  ' 
layers  of  cement  added  to  the  ex-  , 
terior  of  the  home  provide  excel¬ 
lent  insulation. 

Home  owners  who  have  a  “cold” 
room  that  always  requires  more 
heat  than  other  parts  of  the  hou.se 
will  be  delighted  to  discover  simu-  ! 
lated  .stone  siding  will  often  remedy  ; 
this  condition.  In  some  ca.ses  heat  ^ 
los.ses  have  been  cut  by  as  much 


Dustite 

GASKET 


For  Metal 
Casement 
Windows 


n»«  DwiHt*  gotktf  is  ^tigned  with  on  •■trwded  ploitic  moI- 
•f»9  lip,  »o  kMp  m«tol  coMm«nt  windows  OUST  TIGHT.  STOKM 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT  Eosy 
lo  iftitoll 

I 


Excellent  for  use  in  control  of  condensation 
where  storm  windows  ore  used.  A  smoll  ad  in 
your  local  paper  will  automatically  bring  pros¬ 
pects  for  storm  windows  into  your  sales  room 
without  canvossing.  Dustite  Gosket  is  o  real 
traffic  builder  and  prospect  finder  for  storm 
windows  and  all  home  impiovemcnt  items.  Sold 
under  ten-doy  money  bock  guorontec. 

DUSTITE 

PRODUCTS  COMPANY 

«  CANTERIURV  DR.  •  DAYTON  f.  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


Satin  finisli  —  Adjustable 
Sub-frame.  Plus  many  exclu¬ 
sive  engineered  features.  More 
sales  and  less  service  calls  will 
assure  more  PROFITS. 

Inquiries  Invited 

iiJJIil-1<;{i]iil 


MANUFACTURING  CORP. 
15-32  127th  St.,CollegePf..N  Y. 
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as  15/^  to  25'f.  Furthermore, 
stone  siding-  provides  excellent  ex¬ 
terior  fireproofing  and  in  .some 
localities  the  owner  can  even  secure 
lower  fire  insurance  rates. 

The  market  for  this  siding  in¬ 
cludes  not  only  residential  exte¬ 
riors,  but  commercial  buildings, 
store  fronts,  hospitals,  churches 
and  other  institutions,  commercial 
and  residential  interiors.  There  is 
also  a  growing  interest  in  this 
product  on  the  part  of  builders 
and  contractors. 

A  Philadelphia  dealer  recently 
put  stone  siding  on  75  new  cinder 
block  bungalow's  that  were  snapped 
up  immediately  by  prospective 
home  owners.  In  the  same  city 
an  alert  salesman  sold  the  owner 
of  a  brick  row’  house  on  the  idea 
of  tearing  out  a  wood  colonial  door 
frame  which  had  rotted  and  fram¬ 
ing  the  doorway  with  stone  siding. 

Today  everj’  hou.se  on  the  .street 
has  similar  .stone  framing. 

Stone  for  Churches 

Small  and  medium  size  churches 
built  of  wood  or  brick  are  ideal 
cu.stomers.  Most  of  the.se  build¬ 
ings  are  rather  old  and  .sooner  or 
later  the  need  arises  to  repair  and 
improve  their  rather  shabby  ex- 
teriors.  Stone  is  the  traditional 
material  for  such  structures  and 
the  dealer  will  find  that  the  church 
authorities  tend  to  favor  a  siding 
which  is  not  only  moderate  in  cost 
but  lends  dignity  to  their  building. 

Store  fronts  can  be  an  excellent 
.source  of  income  to  the  .stone  sid¬ 
ing  dealer.  Simulated  .stone  not 
only  improves  the  appearance  of 
the  .store  front  but  also  helps  dis¬ 
tinguish  it  from  its  adjacent  neigh¬ 
bors.  Commercial  interiors  offer 
fine  .sales  possibilities.  Restaurants, 
bars  and  grills,  and  other  eating 
establishments  often  have  one  or 
more  walls  and  even  the  front  of 
the  bar  covered  by  .stone  siding. 

In  private  residences  .stone  sid¬ 
ing  can  be  applied  to  all  four  walls 
of  ba.sement  playrooms  and  finished 
rooms  below  grade.  The  siding  can 
(Continued  on  Page  52) 


!  step  up 

THAT  LAGGING  SALES  VOLUME 
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"^en^eetioM" 

— om 


*Ar(hiter(s.  BuilJrrs  and  Home 
Ouner«>  all  agree  that  the  •'Perfec¬ 
tion*  (ilans  I-ouver  Window  a 
popular,  fast  ■  selling,  satisfying 
pri>du<  t  It  embodies  modern  beau* 
tv.  utility  and  durability. 

Pasilv  sells  to  all  vour  prospects 
—new  construction,  homes,  stores, 
schools,  factories,  remodeling,  en¬ 
close  porches,  carports,  breeze- 
wa^s.  make  estra  rooms — a  nat¬ 
ural  for  the  rich  suburban  market! 

Perfection  (tiass  Loucer  Window  is 
a  complete  patkaged  window,  in¬ 
cluding  aluminum  frame,  beautiful 
aluminum  hardware,  glass  louvers 
either  clear  or  tuxiite).  and  alum¬ 
inum  screen.  Complete  unit  comes 
ready  fur  eas>  installation' 


UNLIMITED  SALES  POSSIBILITIES 

Fast  Turnover  .  .  .  Good  Profits.' 


PRICED  TO  SELL 
STANDARD  STOCK  SIZES 

EVElir  Bi;iLOINC,  New  or  Old, 
IS  A  PROSPECT 
NO  PAINTING  ar  ADJUSTMENTS 
ever  necessary 

REMOVABLE  INSIDE  SCREENS 

easiiy  replaced  with  s/orm 
windoWB  in  a  few  seconds. 

FINGER  TIP  OPERATION 
YEAR  'ROUND  PROTECTION 
and  COMFORT 


offers  the  MOST 
lo  Dealer-Byiiders 

•Special  high-profit  dealer  disroanU 
now  being  offered  to  introduce  this 
Louver  Window  to  vour  markets. 
.4rm  vourself  with  a  Demonstrator 
and  sou’ll  see  the  fa^te^l  Sales 
-Action  eser! 


Perfection  GLASS  LOWER  WINDOWS  icUl  help 
tell  houset  for  you.  Find  out  more  about  them  today! 

^vUeetiM  JALOUSIES,  lac. 

P.  O.  BOX  ISO  W.  PALM  BEACH.  FLA. 

DESIGNERS  A  PRODUCERS  WHO  REALLY  KNOW  LOUVER  WINDOWS 


Stone  Siding 


{('(HifiiiHt  ({  from  Pane  51 ) 

bt*  applied  directly  to  the  fouiida- 
ti(Hi  walls  in  the  manner  i)re.'<cribed 
by  the  manufacturer  for  exterior 
ma.sonry  .surface.-^. 

The  tendency  of  modern  archi- 
tixt.s  to  u.se  roujrh  nia.-^onry  wall.-; 
in  re.sidential  interior.s  help.s  ex¬ 
tend  the  market  for  .><tone  .sidiiiK. 
For  example,  it  i.s  quite  common 
for  architects  to  .specify  masonry 
for  the  entire  interior  wall  that 


hou.ses  the  chimney  and  fireplace 
while  the  remaining  three  walls 
are  surfaced  with  smooth  pla.ster. 
Real  .stonema.sonry  would  add 
heavily  to  the  cost  of  a  home  even 
thoujrh  only  one  wall  is  beinjr  built 
in  this  manner.  Stone  type  siding 
is  much  less  costly  and  will  give 
even  more  attractive  results. 

The  dealer  who  is  now  selling 
insulating  or  asbestos  siding  will 
find  it  very  much  to  his  advantage 
to  combine  the.se  products  with 
stone  type  siding.  Many  customers 


I  like  .stone  siding  but  feel  they  can- 
I  not  afford  to  have  their  entire 
I  hou.-e  resided  with  this  material. 
I  Either  the  front  or  the  entire  lower 
'  part  of  the  house  can  be  of  stone 
while  the  upper  story  may  be  of 
;  brick  type  insulating  or  asbestos 
I  siding.  The  dealer  thus  has  the 
;  oi)p()rtunity  of  making  a  sale  at  a 
i  hand.some  profit  in.stead  of  losing 
a  cu.stomer. 

Combinations  of  white  painted 
wood  with  stone  or  brick  are  in 
the  American  tradition  and  the 
dealer  will  often  find  that  home 
i  owners  like  to  u.se  asbe.stos  (w'hich 
re.sembles  wood)  for  the  upper 
story  and  .stone  type  siding  for 
the  lower  part. 

Prices  to  the  cu.stomer  range 
from  $400  to  $500  for  a  front  to 
al>out  $2500  for  a  medium  sized 
home  while  a  complete  lower  story 
j  of  about  five  squares  may  be  about 
$800  to  $1,000.  However,  the.se  are 
only  general  averages  and  some 
readers  may  find  the.se  figures  too 
high  or  too  low.  All  in  all  there 
is  a  wonderfully  broad  and  expand- 
.  ing  market  for  .stone  type  siding 
I  with  plenty  of  profit  opjjortunitie.s 
for  the  dealer. 

Wood  Resurfocers 

(Coittiuaed  from  Page  34) 

A  good  wood  resurfacer,  when 
properly  applied,  may  last  as  long 
as  ten  .years  and  the  entire  job  will 
'  not  cost  much  more  than  paint.  It 
is  not  a  paint  and  is  applie<l  with  a 
j  brush  or  with  a  .spray  gun  if 
‘  desired. 

Application  i.s  extremely  simple. 
No  special  preparation  of  the  wall 
surface  is  necessary  other  than 
clearing  away  Ioo.se  particles.  An 
undercoating  or  ha.se  is  applied 
first.  Since  a  resurfacing  job  i.s  only 
as  good  as  its  base,  the  type  of 
undercoat  used  is  fully  as  good  in 
quality  as  the  outer  coat.  The  func¬ 
tion  of  the  base  is  to  completely 
seal  the  pores  of  the  wood  and 
waterproof  it.  The  second  coat  will 
dry  to  a  hard  and  lustrous  finish. 

The  result  is  a  smooth,  shining 


I 
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coat  of  armor  that  will  prf>tect  wood 
exterior  walls  from  heat,  cold,  rain, 
ice,  and  snow  without  cracking, 
chipping,  powdering,  or  Making. 
Colors  also  remain  remarkably 
stable  even  in  industrial  regions 
where  there  is  often  a  good  deal 
of  sulfur  in  the  air  which  generally 
tends  to  darken  or  yellow  most 
shades. 

Despite  its  hardness  it  is  suffi¬ 
ciently  flexible  to  expand  and  con¬ 
tract  with  the  wood  wall  to  which 
it  has  been  applied.  Test  panels 
coated  with  wood  resurfacer  which 
were  bent  over  a  I'h"  rmi  showed  no 
evidence  of  chipping  or  cracking. 

Its  resistance  to  water  and  mois¬ 
ture  is  very  important  sjnce  it  pre¬ 
vents  the  swelling  and  contraction 
which  causes  wood  to  warj)  and 
oi)en  at  joints.  Ry  waterproofing 
the  exterior  walls  it  also  prevents 
moisture  damage  to  insulation 
which  might  otherwise  deteriorate 
and  cause  heat  los.ses  and  cold  spots 
in  the  interior  walls. 

(Cotifinifcd  on  Page  54) 


GET  ALL  3 

1.  Triple-Track 

2.  Interlocking  Inserts 

3.  Reflector  Frame 


IF  STORM  WINDOWS 
WERE  MADE  OF 


You’d  Never  Make  a  Sale 

That  is,  of  course,  if  they  were  going  to  be  used  os  Storm 
Windows.  From  o  material  standpoint  —  we're  sticking  with 
aluminum,  in  spite  of  the  shortages. 

"Performance  is  proof"  that  is  why  we  bock  every  STOACO 
installation  with  o  factory  "Bond  of  Protection"  guarantee.  Com¬ 
plete  assurance  to  the  customer  of  STOACO's  superiority. 
Smooth  triple  track  operation  and  interlocking  meeting  roil 
mokes  o  whole  of  difference.  Dealers  records  prove  minimum 
service.  One  of  the  reasons  o  STOACO  franchise  is  so  valuable. 

"MUHT  KM  THI  WtATHtH  TO  LAST  KMfVflt" 


POST  OFFICE  BOX  97 

APCO,  OHIO 

V 

TERRITORIES  STILL  OPEN  FOR  GOOO.  RE¬ 
LIABLE  OEALERS  IN  PENNSYLVANIA.  NEW 
JERSEY,  OELAWARE.  MARYLAND.  WASH 
INGTON.  0.  C. 

FOR  INFORMATION  WRITE  OR  VISIT  OUR 
PLANT  IN  PHILADELPHIA.  PA. 

MArket  7-4426  • 


mOR1^ 

4th  &  GIRARD,  PHILA. 


Tq.N±L/I/?1^ 


"DEAL  DIRECT.  .  . 

SAVE  THE  DIFFERENCE" 

Standard  sizes  for  all  makes  of  Steel 
Casements  •  Projected  —  Pivoted — 
Basement  or  Utility  Windows. 

STEEL  OR  ALUMINUM  FRAMES 

Standard  Type  13  Screens,  Bronze  Lacquer 
Special  Finish  Wire  Only  SI  22 

SEND  FOR  SAMPLES  and  PRICE  LISTS 

The  A.  W.  BARNHART  CO. 


140  HIGHLAND  STREET  e  pQRT  CHESTER,  N.  Y 
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DOUBUmDGED 

RtlNG^! 


withstand  4,600  inch-pounds 
torque  test 


This  exclusive  werner  fea¬ 
ture  provides  ever-straight, 
never-twist  side  rails.  For 
you,  this  means  a  stronger, 
safer,  longer-lasting,  light¬ 
weight  ALLIMILADDER. 

ALUMlLADDER  Extensions 
give  you  lightweight  alumi¬ 
num  plus  vi'ERNER’s  save- 
weight,  "fire-ladder”  con¬ 
struction  to  conserve  physi¬ 
cal  energy. 

Extensions  available  with 
flared  or  straight  bottoms. 

Write  Department  for 
complete,  up-to-date  alumi- 
LADDER  catalog— Extensions, 
Singles,  Steps. 


This  Warranty  S«al  oppaars 
an  all  Wtrnnr  ladd*r« 

This  laddar  is  guoronteed  by 
the  manufo<turer  to  meet  the 
requirements  of  the  safety 
code  covering  material,  con¬ 
struction.  and  design  as 
adopted  by  the  Metal  Ladder 
Manufacturers  Association. 
AlUMflADOK  extensions  ex- 
ceecf  specified  MLMA  sofety 


Manufacturers  •  Basic  Alumiiwm  Extrusions  and  Roll  formed  Products 


^-nJUBRilEfL 

a  u  Lj  rrx  t  rx.  lj  rrx. 


i  V  s.  ^ 


NASH 


The  Nash  extruded  aluminum  combination  window 
contains  all  the  selling  features  to  help  you  create 
a  strong  sales  organization.  Our  K.  D.  distributors 
set-up  offers  you  maxi¬ 
mum  profits,  immediate 
delivery  and  no  transpor¬ 
tation  problem. 


The  beautiful  Nash  door 
is  a  favorite  with  all  Win¬ 
dow  Specialists.  Home 
Owners  appreciate  the 
Quality,  superior  features 
and  enduring  perform¬ 
ances  of  Nash  products. 


Nash  Manufacturing  Company 


335  Halsey  St. 
Nework.  N  J. 


LONG  BRANCH,  N.  J. 

Factory  Branches 
1148  No.  Amcricon  St. 
Philodciphia,  Po. 


9126  Horford  Rd. 
Baltimore.  Md. 


Women  Can  Sell 

Perhap.s  there  are  some  dealers 
who  are  finding  it  difficult  to  ob¬ 
tain  competent  .sales  persons. 

It  could  be  that  the.se  licen.sees 
and  dealers  have  not  bethought 
them.selves  of  the  |)ossibility  .  .  . 
the  certainty  .  .  .  that  women  would 
.solve  their  problems. 

Take  the  great  General  Electric 
corporation  for  instance.  A  plan 
has  been  set  under  way  by  this 
gigantic  concern  to  train  women 
for  .sales  purixEses  and  already  the 
plan  is  working  out  splendidly.  In 
explaining  the  rea.sons  for  turning 
to  women,  a  high  official  of  GE 
cited  the  following  rea.sons: 

Many  women  are  available  at 
this  time.  Women  talk  the  house¬ 
wife’s  language  .  .  .  they  can  sell 
the  sizzle  as  well  as  the  .steak. 

They  have  a  better  chance  of 
getting  into  homes  since  a  hou.se- 
wife  doesn’t  hesitate  to  open  the 
door  for  another  woman  as  she 
might  for  a  man. 

The  women  being  employed  by 
GEl  are  not  asked  to  canvas  “cold 
turkey’’  but  are  working  on  the 
time-te.sted  principle  of  “using  the 
u.ser.’’  Both  recent  and  old  cus- 
tomer.s  are  being  contacted  for  new 
leads  and  in  this  manner  the  possi¬ 
bility  of  sales  are  greater. 

*  *  * 

Wood  Resurfacers 

(Continued  from  Page  53) 

From  the  dealer’s  point  of  view 
another  advantage  is  that  practi¬ 
cally  no  investment  is  required  ex¬ 
cept  .scatfolding  equipment  (if  he 
doesn’t  already  have  it)  and  spray 
gun  equipment  which  is  not  abso¬ 
lutely  neces.sary  since  this  material 
can  be  applied  with  a  brush. 

VV’hen  you  consider  that  the 
average  home  owner  has  never  been 
approached  by  a  wood  resurfacer 
■salesman,  it  is  obvious  that  an  alert 
and  aggressive  dealer  can  make 
himself  a  pile  of  change  if  he  en¬ 
gages  in  this  field. 
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Here’s  What  YOU  WANT 

in  a  Door! 

GOLD 
SEAL 

ALUMINUM 
COMBINATION 
DOORS 
By 

FLORAL 


'A  Competitively 
Priced  -  to  sell 

-A  Guaranteed 
Quality 

A  Stainless  Steel  Hinges 
A  Storm  King  Closers 
A  Full  Casted  Corners 
A  Special  Hidden  Bottom  Expander 

SPECIAL  DISCOUNTS  TO  QUANTITY  USERS 

Due  to  present  Aluminum  supply,  only  a  tew  choice  territories  are  available. 

FLORAL  COMBINATION  STORM  WINDOW  (ORP. 


249  JERICHO  TURNPIKE 
Mineola,  L.  I.,  N.  Y. 


GArden  City  7-1 166 


Detroit  Dealer 

iContinued  from  Pafft  86) 

rapid  success.  Well,  he  doesn’t  k<> 
around  tellinj'  everyone  his  trade 
.secrets,  but  in  talking  with  him 
over  a  period  of  time  you  11  nd  this 
out.  He  has  ju.st  applied  the  old 
fashioned  princii)les  of  ^rood  busi¬ 
ness  to  a  relatively  new  industry. 
He  has  obtained  the  finest  line  of 
products  that  he  could  .so  that  he 
had  .sornethinjf  to  offer  the  public. 

He  built  around  him  a  .selling 
.sales  organization.  He  e(|uij)ped  his 
plant,  trucks  and  .service  men  with 
good  tools  ajid  uniforms  .so  that 
the  men  would  take  pride  in  their 
work  and  the  public  would  have 
confidence  in  doing  busine.ss  with 
him.  He  built  an  incentive  program 
for  his  employees  to  give  them 
something  to  work  for  in  the  fu¬ 
ture.  He  treated  his  customers  as 
though  he  really  apjjreciated  their 
business,  .so  today  much  of  his  busi¬ 
ness  is  sent  to  him  from  already 
.satisfied  elastomers.  In  short,  he 
put  some  stability  into  an  indu.stry 
that  is  .still  showing  .some  growing 
pains. 

.•\wning  Market 

As  Ander.son  says  “If  you  have 
a  product  that  has  merit,  give  it 
proper  promotion  and  satisfy  your 
elastomers;  why  shouldn’t  it  sell’/” 
It  was  on  that  basis  that  Ander.son 
entered  the  permanent  awning 
Inisine.ss. 

Ander.son  .saw  a  tremendous  po¬ 
tential  in  the  permanent  awning 
busine.ss.  He  had  noticed  in  the 
past  few  years  that  permanent 
awnings  have  become  a  common 
thing.  Together  with  the  fact  that 
all  con.struction  in  the  past  ten 
years  make  awnings  essential  to  a 
home.  This  is  due  to  the  fact  that 
the  front  porch  has  been  elimi¬ 
nated  so  that  peojile  now  build  a 
jiatio  in  order  to  sit  outside,  and 
that  patio  must  be  covered  with  an 
awning  to  make  it  livable.  Then 
too,  the  front  door  needs  a  canopy 
for  weather  protection. 

((’onti)ui(d  Oil  PdiH  56) 


Compliment  Associates 
On  Community  Service 
By  Writing  Note 

When  a  cu.stomer  or  busine.ss 
a.s.sociate  has  jierformed  a  commu¬ 
nity  .service,  this  is  a  fine  opportu¬ 
nity  to  write  him  a  congratulatory 
note  —  one  of  the  mo.st  effective 
avenues  of  public  relations.  The-^e 
brief  messages  reipiire  very  little 
time,  and  they  pay  .solid  dividends 
in  terms  of  goodwill. 

Here  are  five  ways  to  make  your 


letter  of  congratulation  build  good¬ 
will:  (1)  Write  jiromptly:  (2) 
Make  your  me.s.sage  brief;  (8)  Use 
an  informal  conversational  .style; 
(4)  Be  enthusia.stic  —  make  your 
letter  sound  as  though  you  thor¬ 
oughly  enjoyed  writing  it;  (5) 
Confine  yourself  to  the  expre.ssion 
of  congratulations  and  good  wishes. 
If  your  message  carries  any  sug- 
ge.stion  of  promotional  effort,  its 
vaiuo  as  a  goiniwill  builder  will  be 
lost. 

Kl'  I 
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BUILDING  SPECIALTIES 


\V  lu‘ii  vou  want  yilALFFY  windows 

You  Can’t  Beat  Redwood 


tliest*  provoii  f’ac*ts: 

1.  RKDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

.‘L  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD  ! 

4.  REDWOOD  used  by  the  CAMI*- 
HELL  SASH  WORKS  shows  less 
shrinkage  and  sivelling  than  con¬ 
crete! 

REDWOOD,  —  even  under  condi¬ 
tions  that  favor  decay,  —  is  one 
of  the  world's  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a 
jireater  percentage  of  profit  per 
dollar  of  merchandise  sold. 


CWMPHELL'S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 


THE  CAMPBELL  SASH  WORKS 

2IOi»  WII.SON  AVKM  F  CAMf‘BEI.1..  OHIO 

l*h«ne:  5261.5 


Detroit  Dealer 

{('(iiitiinud  froiH  5.5) 

With  the  trend  to  larger  win¬ 
dows  and  |)ietiiia>  windows,  home 
owners  are  t'oi'eed  to  j)lace  awn¬ 
ings  over  them  to  eiit  down  the 
heat,  glare  and  sun  fading  of  their 
earj)ets,  drapes  and  furniture.  So 
.Anderson  reasoned  tliat  sueh  a 
growing  market  would  take  years 
to  .saturate. 

In  deciding  what  kind  of  an  awn¬ 
ing  to  .sell  .Ander.son  felt  that  when 


a  man  ))uts  .something  on  the  front 
of  his  home  he  wants  to  he  sure  it 
will  imj)rove  the  appearaiue,  .so  he 
.select i-d  an  awning  that  had  good 
.styling,  would  stand  uj)  and  has 
certain  exclusive  features,  such  as, 
allowing  light  to  filter  through, 
having  a  permanent  finish  and  be¬ 
ing  a  heat  insulator.  With  such  a 
I)roduct,  he  knew  that  he  had  (pial- 
ity  to  sell. 

.Not  wishing  to  jeoi)ardize  his 
storm  window  ojieration,  he  .set  uj» 
an  entirely  .se))arate  organization. 


Sure  it  co.st  money,  to  do  it  right, 
hut  how  else  would  you  start  a  new 
husine.ss  and  do  a  large  volume 
business?  How  else  could  you  get 
a  business  to  .start  paying  off  with¬ 
in  a  few  months  after  starting? 
,  .An  organization  is  oidy  as  strong 
as  the  man  in  charge,  and  that 
man  is  A.  .\.  Armstrong. 

.Art  Armstrong  was  one  of  the 
■  first  men  in  the  .Awning  husine.ss 
in  the  city  of  Detroit.  Through  the 
years  he  has  handled  .several  dif¬ 
ferent  types  of  awnings  and  in  the 
field  is  considered  tops.  Such  ex|)e- 
rience  and  ability  was  a  major  fac¬ 
tor  in  the  entire  success  in  Alurni- 
nex  .Awning  oj)eration. 

.Along  with  .Armstrong  aie  .sev¬ 
eral  to))  notch  .salesmen  who  are 
showing  I)(‘troit  ))eo))le  what  a 
|)ermanent  awning  will  do  for 
them.  The  combination  of  good 
management  and  good  .salesman- 
shi))  is  making  the  .Aluminex  o))ei- 
ation  a  successful  one. 

Today  Anderson  isn't  worried 
about  shortage  of  materials  in  the 
storm  window  field.  Me  i)lans  to 
make  u))  the  different*  with  his 
awning  o|)eration,  in  fact  he  ex- 
))ect.s  with  this  new  awning  made 
out  of  non  critical  materials  to  con¬ 
tinue  his  rate  of  exi)an.sion  in  his 
fifth  year  as  he  di<l  the  inevious 
four  years.  .As  you  can  sto,  .Ander¬ 
.son  hasn’t  mi.s.s»‘d  many  bets. 


At-tic  Fans 

((.'out i mud  from  Page  41) 
j  Turkish  bath. 

!  .A  good  eight  or  ten-inch  exhaust 
I  fan  of  the  wall  or  ceiling  ty|)e  will 
quickly  draw  off  exce.ss  heat  and 
kee|)  room  temi)erature.s  down  to  a 
rea.sonal)le  level.  In  addition  it  will 
exi)el  cooking  odors  before  they 
|)enetrate  to  other  rooms  and  at 
the  same  time  it  heli)s  keej)  the 
walls,  cabinets,  and  ceiling  free 
of  grease  which  is  gradually  de- 
))o.sited  in  the.se  i)lace.s  by  the 
vai)or.s  that  ri.se  from  cooking  food. 

Any  one  of  the.se  qualities  are 
enough  to  recommend  the  kitchen 
fan  to  the  housewife.  Take  cooking 
odors,  for  examj)le.  Most  house- 
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wives  are  embarrassed  when  jfuests 
arrive  and  can  smell  what  the 
family  has  been  eating  for  dinner. 
Such  odors  are  very  penetrating 
and  have  a  tendency  to  linger  for 
several  hours  after  actual  cooking 
has  stopped.  No  chemical  deodor¬ 
izer  has  yet  been  found  which  is 
effective  in  getting  rid  of  undesir¬ 
able  odor.s  as  the  ten-inch  exhau.st 
fan. 

One  of  the  hou.<ehold  chores  that 
women  dete.st  is  washing  kitchen 
walls  and  ceilings.  If  this  isn’t  done 
from  time  to  time  all  these  surfaces 
get  to  look  very  dingy  or  grimy. 
The  r(‘ason  why  they  get  so  dirty 
is  that  thL*  fine  droplet  of  oil  in  the 
vapors  that  ari.se  from  cooking 
food  are  deposited  there  and  soon 
form  a  grea.sy  film  to  which  du.st 
and  dirt  adhere. 

The  best  way  to  j)revent  most  of 
this  oil  from  reaching  the  walls 
and  ceilings  is  to  suck  out  the 
vapors  that  contain  the  tiny  glob¬ 
ules  of  fat  before  they  have  a 
(('onfitnicii  on  Page  58) 


World's  first  pockoged 
oluminum  awning 
lets  you  fit  ony  size 
window  — from  stock  I 


Immcdiol*  •hipmcnl 
from  factory  ttocki 


Pricod  for  bolow 
cuttom-loilorod 
molol  owningt 


No  big 

invostmont  in  (low 
moving  itock. 


Here's  the  big  news  in  metal  awn¬ 
ings— Childers  Aluminum  Awnings 
are  completely  packaged  with  all 
fittings  at  the  factory.  No  special 
tools  or  tedious  assembly  required. 
Gleaming,  baked-on  enamel  finish. 
Leakproof  yet  ventilated.  Rot- 
proof,  fade-proof,  rust-proof. 


ChUdr-M^C. 

3620  Wotl  nth  St.  .  4 

Houiton  8,  Toxoc  J 


DEALERS  WANTED  EVERYWHERE 


for  the  New 


A  'DT)T'T^T7  ALUMINUM 

ANO-BRITE  grilles 


Fits  Ail  Types  of  Doors 


Note  these  points  of  superiority: 

1.  Beautiful  Design.  Rich  in  eye  appeal  to  the  most  discriminating  buyer. 

2.  Anodized  for  permanence.  Protects  against  corrosion  and  pitting. 

3.  Made  of  highly  temperpd  Aluminum.  Will  not  bend  easily. 

4.  Girder  type  construction.  Each  piece  of  metal  reinforces  the  next. 

5  Protection  where  orotection  is  needed.  No  unprotected  areas  in  the 
ANOBrite. 

6.  Choice  of  Bright  Chrome  like  finish,  or  satin  finish  which  blends  in 
perfectly  with  anodized  doors. 

7.  Economically  priced.  No  longer  a  luxury  item. 

PHONE,  WRITE  or  WIRE  for  FREE  sample, 
price  list’s  and  descriptive  literature. 

WEBSTER'S  HOME  SPECIALTIES 

Telephone 

5497  Schaefer  Road  rlllan;  t  tsil  Dearborn,  Michigan 


Telephone 
Tiffany  6.6828 
Tiffany  6-1512 


iExcelum 


Triple  Track 
—Combination  WINDOWS 


Soles  come  easy  with  EXCELUM  windows  be¬ 
cause  you're  selling  top  quolity.  Engineered 
from  the  finest  extruded  oluminum,  they  hove 
eliminoted  service  colls.  Soles  resrstonce  melts 
when  you  show  EXCELUM's  exclusive  features 
ond  rigid  construction 

Cxtelum  ^ALUMINUM  DOORS 

Write  for  Details  at  Our  Distributor  KD  PLAN, 
Bndusive  lerritories. 

ika  Sash  &  Door  Co. 


Jamaica  Sash  &  Door  Co. 


DOORS 


I 
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or  STEEL  COIL 


•  How  much  could  you  save 
by  eliminating  your  finishing 
department?  Why  not  have 
Arrow  furnish  you  with 
PRE-C<tI.ORED  coils 
ready  for  roll  forming  or 
stamping!  In  fact  why  not  have 
Arrow  also  do  the  forming! 

Arrows’s  process  of  continuous 
strip  alodizing  and  color-coating 
has  caused  a  sensation  in  the 
field  of  light  metals  fabrication. 
Many  industries  are  now  using 
Arrow’s  Pre-colored 
coil  with  outstamling  success. 

.Arrow’s  haked-on  enamel  finish 
in  all  colors  on  steel  and 
aluminum  coils  is  corrosion  and 
scratch-resistant.  It  combines 
hardness  with  flexibility. 

Uhy  not  investigate  .Arrow 
Services!  U'e  are  prepared 
to  handle  an  order  of  any  size  — 
large  or  small.  Our  engineers 
will  be  glad  to  analyze  your 
problems  without  obligation. 

Our  services  include: 


cconom 

by  using  ArROW 

PRE-COLORED 

ALUMINUM 


Continuous  Color  floating 
Alodizing  •  Slitting 
Roll  Forming 

ARROW 

M 

T 


METAL  PRODUCTS  CORP. 

HASKILL,  N.J. 
Pompton  Lakat  7*1820 


Attic  Fans 

;  from  ol) 

j  chance  to  touch  the  kitchen  .sur- 
!  face.s  around  the  stove.  Here  again 
the  simple.st,  mo.st  effective,  and 
mo.st  t*conomical  way  to  do  this  is 
I  to  install  a  kitchen  fan. 

•At  this  time  of  the  year,  how¬ 
ever,  the  salesman  m;iy  find  that 
emphasis  on  the  kitchen  fan’s  abil¬ 
ity  to  lower  the  temperature  of  the 
hottest  room  in  the  hou.se  will 
bring  the  be.st  results. 

There  are  two  basic  tyiH's  of 
kitchen  fans.  One  is  the  wall  type 
and  is  installed  in  the  wall  al)out 
six  feet  from  the  floor  above  the 
stove.  The  other  is  the  ceiling 
type  which  is  installed  directly  i 
over  the  stove.  This  type  has  a  duct  ^ 
which  is  laid  between  the  ceiling  i 
beams  and  connects  the  fan  to  an 
opening  in  the  nearest  exterior  i 
wall. 

Hoth  ty|M*s  have  attractive  ; 
grilles  and  weather  shielded  gates  i 
at  the  exhaust  end  that  ])rotrudes  j 
from  the  outside  wall.  Fulling  a  . 
small  chain  starts  the  elwtric 
motor  and  automatically  ojKoi  the 
gate.  The  wall  type  is  more  suit-  ■ 
able  to  old  construction  since  it  is 
(»nly  necessary  to  i)unch  a  hole 
through  th<-  hou.se  side  wall  and  fit 
a  sleeve  through  it  which  comes 
with  the  fan.  Electrical  connec¬ 
tions  should  be  left  to  a  licensed 
electrician  who  knows  the  local 
housing  code. 

As  a  summer  line  attic  and 
kitchen  fans  cna  be  a  good  source  I 
of  profits  if  pro|K“rly  promoted  and 
aggressively  sold  by  salesmen  who 
have  been  well  trained  to  discuss 
their  advantage  with  the  |)rospect. 


/ 

i  / 


/ 

/ 


/ 

/ 


Send  a  photograph  of  one  / 
of  your  installations  to  this 
magazine.  We'll  be  glad  to  'i 
publish  it.  ^ 

Write  to  / 

BUILDING  SPECIALTIES  ) 
425  -4thAve..  N.Y.  16,  N.  Y.  J 


THE  FAMOUS 
PICTURE  FRAME 
STORM  &  SCREEN 
COMBINATION 
WINDOW 


ANDREA  extra-quality  gives 
exclusive  full-length  interlock¬ 
ing  rails.  Added  sealing  & 
strength  eliminates  most 
caulking  and  rubber  bead¬ 
ing.  ANDREA  adds  up  to 
profit  in  every  department. 


TWO-TRACK 
FULLY  EXTRUDED 
ALL  -  ALUMINUM 
SELF  -  STORING 
DOUBLE- 
PROTECTION 
CORNER  SHIELDS 


Assembled 
F.O.B.  Lynbrook 


ANDREA 


MANUFACTURING  CORP. 
183  HORTON  AVENUE 
LYNBROOK,  L.  I.,  N.  Y. 
LYnbrook  3-8668 


\EWIThp  SiMrOEMUI-KEE 


o  distinctive  canopy  thaVs  a  *'$alet-maker'* 

A  highly  decorative  and  protective  canopy 
Moy  be  installed  in  an  hour  Moy  be  sold  ot 
0  handsome  profit  at  less  than  i/j  the  cost  of 
0  custom-built  unit 

White  pine  construction  throughout.  Root 
covered  wiHi  gatvonized  iron  butters  and 
rain  spout.  Furnished  with  canopy  brockets 
Pointed  1  coot  prime  white  Ceiling  doorwoy 
for  light  furnished  os  on  extra 

SPECIAL  INTRODUCTORY  OFFER 
(Dcolcrs  Only) 

MAR  KEE  No  2348  (26"  wide  x  56"  tong  x 
22"  high) 

Shipped  prepoid,  on  receipt  of  your  check 
for  $56  20 

MAR-KEE  No  2760  (30  wide  x  66"  long  x 
23"  high) 

Shipped  prepaid,  on  receipt  of  your  check 
for  $62  S5 

MONEY  BACK  GUARANTEE 
(Return  to  us  freight  collect,  if  not  satisfied) 

WM  J.  SAMCOE  IRON  COMPANY 

917  Militory  Rood  •  Buffalo  17,  N  Y. 


^  ^ 
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fer  PERMA-SHADE,  the  sensationally  different 

awning,  brings  you  dozens  of  exclusive  sales 
features  that  no  other  awning  can  match.  It  is 
the  ideal  awning  for  year  ’round  sales  ...  for 
commercial  as  well  as  home  instaHations. 

LOOK  at  these  features: 

•  PERMA-SHADE’s  louver  ventilation  in  top 
sides  and  ends  is  unique.  Keeps  sunrays 

•  out;  lets  light  in  so  that  it  looks  like  soft 
fluorescent  lights. 

•  Circulation  through  sides  and  top  makes  it 
much  cooler. 

•  Ideal  for  commercial  as  well  as  residential 
use  because  it  is  sturdier;  even  largest  sizes 
are  rigid  and  strong.  Its  appearance  is 
dignified,  too. 

•  Fabricated  from  heavier  aluminum  sheets, 
PERMA-SHADE  gives  solid  protection 
against  snow  and  ice. 

•  NEVER  need  removing;  no  rust,  no  rattle, 
no  expensive  call-backs. 


Patent  No.  2,572,821 

NOWy  make  awnings  a  real  volume  item,  with  all  year  prafits. 

Our  dealer  plan,  coupled  with  PERMA-SHADE's  exclusive  features 
are  designed  to  make  yau  a  big  operator  in  the  awning  business. 


Manufacturing  Co.,  Inc. 

3580  Jackson  Ave.,  Memphis,  Tenn. 
Phones  48-0642-^8-8786 
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REDWOOD  COMBINATION 
STORM  WINDOWS 


B.S.  Reporter 


(Conthnnd  from  Puf/r  43) 

tioii  of  additional  facilities  at  its 
Tacoma.  Washington  reduction 
plant. 

The  i)lant’s  current  outi)ut  will 
he  increased  .‘>3  i)er  cejit  from  an 
annual  capacity  of  50,000,0(»0 
|Kumds  to  66,40(t,l)(t0  pounds  per 
year  as  its  part  of  the  company’s 
^reneral  expansion  to  hrinjj:  in  new 
aluminum  j)roduction. 

The  Tacoma  increase  arid  new 


capacities  at  Kaiser  Aluminum’s 
other  primary  aluminum  plants  at 
Si)okane.  Washinjrton  and  New  Or¬ 
leans,  Louisiana,  will  boo.st  the 
company’s  over-all  capacity  137 
))er  cent  over  last  year’s  produc¬ 
tion. 

The  con.struction.  .scheduled  for 
completion  this  summer,  will  in¬ 
clude  plant  mcMlitications  to  in- 
crea.se  production  efficiency  and 
additions  to  rectifier  equipment 
I)ermittinfj  the  utilization  of  more 
electric  i)ower.  The  Bonneville 


Reynolds  Announces 
Appointment  Of  Three 
New  Distributors 

Reynolds  Metals  Company 
through  its  General  Sales  Office  in 
Louisville,  Kentucky,  has  recently 
announced  the  appointment  of 
three  new  distributors  to  increase 
the  availability  of  aluminum  and 
give  better  service  to  small  users. 

Two  of  the.se  new  di.stributors 
will  handle  the  general  line  of 
Reynolds  Aluminum  Mill  Products, 
including  .sheet,  plate,  wire,  rod, 
bar,  extruded  shapes,  tubing  and 
pipe,  structurals  and  the  like.  They 
are:  Vin.son  Supply  Co.,  3331  Hag- 
gar  Drive,  Dallas,  Texas  and  \’ory’s 
Bros.,  Inc.,  65  E.  Goodale  Street, 
Columbus  8,  Ohio. 

The  third  appointment  for  the 
;  distribution  of  ingot  jiroducts  only, 

I  is:  G.  A.  Avril  Smelting  Corp., 
i  Este  Ave.  and  B&O  Railroad,  Cin¬ 
cinnati,  Ohio. 

4c  He  * 

J.  C.  Klaus  Appointed  By 
Wood  Conversion  Co. 

J.  C.  Klaus,  former  salesman  in 
metropolitan  New  York  territory 
for  VV’ood  Conversion  Company,  has 
been  appointed  building  products 
■salesman  in  the  Long  Island  ter¬ 
ritory,  according  to  M.  S.  VYolf, 
General  Sales  Manager. 

VV’ith  his  new  assignment  in 
(Continued  on  Page  62) 


Power  AdminLstration  will  supply 
the  additional  power  necessary  on 
an  interruptible  basis. 

*  «  « 

G.E.  Reduces 
Kitchen  Cabinet  Price 

A  price  reduction  of  approxi¬ 
mately  8%  has  been  announced  on 
all  kitchen  cabinets  supplied  to 
Eastern  and  Midwe.stern  distribu¬ 
tors  by  the  General  Electric  Com- 
I)any. 

Harold  T.  Hulett,  general  mana¬ 
ger  of  the  electric  sink  and  cabinet 
department  of  the  major  appliance 
division,  .said  the  reduction  in  price 
is  the  direct  result  of  a  correspond¬ 
ing  reduction  in  production  costs. 
«  «  * 
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C-THRU  ALUMINUM  AWNING  CO.  •  424  W.  11th  ST.  •  LOS  ANGELES  1  5,  CALIF 


Exclusive  C-THRU  Features: 


Yes,  the  PACKAGED  PACE-SETTER  that  amazed  the  indus¬ 
try  last  year  is  now  arrayed  in  GAY  COLORS!  That  means 
even  MORE  SALES  for  this  revolutionary  ALUMINUM 
AWNING  that  can  be  assembled  in  minutes. 

C-THRUS  come  in  four  BAKED  ENAMEL  COLORS  that  will 
wilt  the  sales  resistance  of  any  proud  homeowner.  What's 
more  . . .  your  customer  gets  complete  LIGHT,  and  perfect 
VENTIUTION.  It's  a  PROFIT  WINNER  any  way  you  look 
at  it.  Write  for  full  particulars  TODAY  . . .  see  how  YOU 
can  cash  in  on  this  sure-fire  safes  Hem! 


C-THRU‘S  •neinterae  l•«lv•r« 
liMe  tha  two  away  tram 
year  windawt,  and  allawt 
camplata  air  circulalian.  Na 
daad  air  packaH  maani  tarn- 
paraturas  lawarad  a>  much 
ns  17  dapraas. 


C-THRU'S  patanlad  curvad 
lauvars  hraak  up  harsh,  aul- 
sida  liphl  which  antars  yaur 
roam  soft,  gloralass  and  dif- 
fusod.  No  mors  drsory 
rooms  with  this  sxclusivs 
fsotura. 


Available  in  30  standard  sixes 
and  7  color  combinations. 


JOBBERS;  Write  or  wire  immediately  for  further  information. 
DEALERS:  Contact  us  for  location  of  your  nearest  jobber. 
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BUILDING  SPECIALTES 


With  UL  Approved 
Rate  of  Rise  Detectors 


You  con  moke  big  profits  without  o  lorgc 
investment,  without  chonging  your  business  set¬ 
up  in  o  new  and  vast  market!  Every  home- 
owner,  (people  whom  you  hove  sold  before  and 
new  prospects),  ore  possible  customers  for  FIRE- 
LITE  Home  Fire  Alorm  Systems.  There  is  a 
vost  morket  right  at  every  dealer's  door. 

Our  Powerful,  Tested  Sales  Plan 
Helps  You  Clinch  Many  Sales 

To  sell  the  bomeowner  o  FIRE-LITE  Fire  Alarm 


requires  only  the  use  of  our  tested  sales  plon 
ond  a  simple  demonstrotion  It  will  close  sole 
offer  sole  for  you! 

Write  Today  — We  Will  Show  You  How  To 
MAKE  OVER  135%  Profit! 

Wc  hove  bonofide  soles  records  of  octuol  eorn- 
ings  of  many  deolcrs  to  prove  that  you,  too, 
con  make  over  profit  on  each  sale!  A 

FIRE-LITE  System  costs  very  little  to  instoll 
and  the  entire  unit  is  low  priced.  You  con 
sell  an  installed  unit  ot  o  price  homeowners 
will  pay  and  still  moke  o  big  profit.  Some 
soles  territories  ore  closed.  There  ore  mony 
more  sales  areos  still  ovoilabie.  WRITE  TODAY 
for  AN  EXCLUSIVE  DEALERSHIP! 


FIRE-LITE  ALARMS  NEW  HAVEN, ^CONN.^'^^ 


Am c Tied  N  Best  Dressed  Homes 

AreWearino  KEYSTONE 

ALUMINUM  Storm-Screen 

r  WINDOWS  &  DOORS 


B.S.  Reporter 

{Continu-ed  from  Page  60) 

Long  Island,  Klaus  will  be  selling 
the  Company’s  line  of  building 
products,  Balsam-Wool  insulation, 
Nu-Wood  interior  finishes,  and 
Tufflex  Siding  Underliner  and  Sill 
Sealer  to  dealers  in  that  area. 

Wood  Conversion  Company  dis¬ 
trict  offices  are  in  New  York,  Bos¬ 
ton,  Buffalo,  Atlanta,  Detroit,  Chi¬ 
cago,  St.  Paul,  Kansas  City  and 
Denver.  Production  facilities  are 
at  Cloquet,  Minnesota. 

«  *  * 

Awning  Co.  Renamed 
Craft  Metal  Products,  Inc. 

Thomas  Georges,  president  of 
Breeze  W’ay  Metal  Products,  Inc., 
89  James  St.,  Newark,  N.  J.,  re¬ 
cently  announced  the  dissolution  of 
the  corporation.  The  company  will 
henceforth  be  known  as  Craft 
Metal  Products,  Inc.,  manufac¬ 
turers  of  Bree-Zee-Vent  Non-Glare 
Aluminum  Awnings. 

•  *  * 

Tight  Credit  Spurs 
Building  Of  Larger  Homes 

Significant  changes  in  home 
financing  practices  and  in  the  size 
and  price  of  new  homes  during  the 
months  following  imposition  of 
real  estate  credit  restrictions  are 
reported  in  the  forthcoming  win¬ 
ter  issue  of  Housing  Research, 
quarterly  publication  of  the  Hou.s- 
ing  and  Home  Finance  Agency. 

During  the  eleven-month  period 
reviewed,  there  was  an  all-over  de¬ 
crease  in  the  number  of  houses  pro¬ 
duced,  relatively  more  larger  and 
higher-priced  houses  were  built, 
and  the  percentage  of  buyers  with 
incomes  of  less  than  $400  a  month 
decreased,  the  .study  reports.  Also, 
a  relative  decline  in  the  use  of  Fed¬ 
eral  Housing  Administration  and 
Veterans  Administration  assist¬ 
ance  in  financing  home  purchases 
was  found. 

Many  other  factors,  in  addition 
to  credit  controls,  were  influencing 
the  housing  market  during  the 
period  under  study,  and  may  have 
(Continued  on  Page  64) 
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All 
Balanced 


Control 


When  you  have  seen  the  ABC  Jalousie  Window  you  will  agree 
it  is  unmatched  on  today's  market,  both  in  construction  and 
appearance.  Our  advanced  method  of  weatherstripping  has  cut 
air  and  water  infiltration  so  effectively  it  is  no  longer  a  factor. 


AdifMyxA 


The  famous  All  Balanced  Control  gives  you  easy 
and  simple  louver  operation  even  on  extreme 
heights... heliarc-welded  at  all  corners  for  the  ulti¬ 
mate  in  strength...  wide  louvers  for  belter  vision  and 
ventilation.  The  window  that  adds  extra  beauty  and 
comfort  to  any  home. 


OPA  LOCKA  .  FLORIDA 
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^i€ 

IN  KITCHEN  VENTILATION 


EXCLUSIVE  IN 

r/f/ID£-§¥/^D 

VENTILATORS 


INTERCHANGEABLE 

DISCHARGE 


On  the-job  interchangeability  of  the 
discharge  opening  on  ^TTTJlk. /f. /tm 
ventilators  provides  3  outstanding  advan¬ 
tages.  This  is  a  patented 
feature  which  eliminates  all  extra  parts. 


The  unit  can  be  placed  in  the 
best  location  irrespective  of  direction  of  dis¬ 
charge. 


The  installer  arranges  the  direc¬ 
tion  of  discharge  on  the  job  in  a  matter  of 
minutes.  Soves  time  for  him. 


e  You  only  hove  to  specify  the 
model . . .  and  the  dealer  can  supply  it 
without  doubling  up  his  stock  to  be  sure 
he  has  the  proper  discharge  arrangement. 


I 

I 


You  can  always  count  on 
for  performance,  quality  and  convenience. 


Tbt  only  ventilator  that  tives  you 

•  Ceatrlfatal  Olewtrs  e  Inttrehanitakit 

e  Isalatae  Matar  HarUaatal  aaa 

•  •rietasa  Sritia  Vartieal  Disckarta 

•  Eatiar  lastallatian  e  Ftva-yaar  Euarantaa 


B.  S.  Reporter 

(Continued  from  Page  62) 
been  more  potent  than  the  credit 
re^ulation.s  in  effecting  the  changes 
noted,  the  article  .says.  Among 
them  were  a  tight  mortgage  money 
situation,  increased  building  costs, 
and  a  general  rise  in  personal  in¬ 
comes.  The  period  studied  was  from 
October  12.  1950  to  Seittember  1, 
Hfol. 

a  *  a 

Globe  Appoints  Two 
More  Salesmen 

In  a  further  move  to  increa.se  the 
co\erage  of  their  market.  Globe 
Hoofing  Products  ('o..  Inc.  and 
Globe  Siding  Products  f'ompany 
announced  the  a|)pointment  of 
h'rank  E.  Miller  and  Robert  B. 
(’onvery  to  their  sales  staff. 

Both  men  come  to  Globe  with 
many  successful  years  in  the  build¬ 
ing  materials’  field.  Mr.  ('onvery  is 
a  veteran  of  26  years  in  the  indu.s- 
try,  while  Mr.  Miller  has  .sold  roof¬ 
ings  and  sidings  for  16  years. 

Convery  will  take  over  that  ter¬ 
ritory  in  .Michigan  left  vacant  by 


COMPOUND 

In  any  weather  .  .  .  hot,  cold,  wet  or  dry  .  .  .  PARALASTIC 
seals,  insulates,  weatherproofs,  waterproofs  perfectlyl  Will 
not  chip,  peel  or  crack. 

IN  ALL  COLORS  I  Aluminum  . . .  Brilliant  White  . . .  Natural 
. . .  Gray  . . .  Green  . . .  BufF . . .  Red  .  . .  Black  .  . .  and  in  all 
pastel  shades  to  match  the  new  shake  and  asbestos  colorsi 


MANUFACTURERS 
and 

DISTRIBUTORS 

of 

COMBINATION  WINDOWS 
and  DOORS 

We  have  been  supplying  special 
hardware  for  all  types  of  combina¬ 
tion  windows  and  doors  for  many 
years  and  know  their  problems. 


If  you  are  converting  to  wood 
windows  we  can  be  of  particular 
service  to  you,  or 

if  you  have  any  engineering 
problems  on  metal  or  wood  combi¬ 
nation  windows  and  doors  and 
their  small  parts,  call  on  us— NOW/ 

G.  Grant  Metal 
Mfg.  Co. 

163  Buscher  Avenue 
Valley  Stream,  L.  I.,  N.  Y. 

Phone  —  Valley  Stream  5  5581 


rilCE  OFFERS  AN  INDUCEMENT 
SUT  QUALITY  OFFERS  A  REASON,. 


Moro/r/j9/(rs,  //¥C^ 


SOLD  BY  LEADING  JOBBERS 

•ktg.  U.  S.  Pal.  on. 


IT  ISN’T  INSULATED  UNLESS  IT’S  CAULKED 


PARALASTIC  PRODUCTS  CO.  INC. 


5711  So.  AAoin  St.,  Los  Angeles  37,  CoMf. 


122  EAST  42nd  ST.,  NEW  YORK  17,  N.  Y. 
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Best  Windovir  0//er/ 


REDUCED  PRICES! 

Combination  Window  with 
full  length  interlocking 
meeting  rail. 


the 

TRI-SEAL 

Two-Track  with  Stowaway 


$9 


.00 

and  up 


•  OVERNIGHT  DELIVERY! 

To  points  in  Middle  Atlan¬ 
tic  States. 

•  SMALL  INVESTMENT! 

Big  profits  on  nominal  ini¬ 
tial  outlay. 

•  EASY  INSTALLATION! 

A  quality  window  that's 
service-proof. 


K.  D.  OPtRATORS 

The  TRI-SEAL  Window 
is  composed  of  preci¬ 
sion  -  made  parts  for 
simple  assembly. 


Write,  Phone  or  Wire  Today! 

CHARLES  CO. 

228  NEW  STREET  WALNUT  2-7808-3566  PHILADELPHIA,  PA. 


COMBINATION  STORM  and  SCREEN 
in  ALUMINUM.  PICTURE-WINDOW  STYLL 


A  few  choice  franchise  ter¬ 
ritories  still  available  for 
qualified  dealers. 


the  recent,  untimely  death  of  Earl 
J.  Win.'ihip,  Jr.  He  is  completely 
familiar  with  Michigan  having 
spent  many  year-s  as  a  sales  rep¬ 
resentative  in  the  area  he  now  takes 
over  for  Globe. 

The  appointment  of  Mr.  Miller 
to  handle  Kentucky,  .southern  Indi¬ 
ana,  southern  Ohio  and  points  in 
We.st  Virginia  marks  a  mile.stone 
in  Globe’s  progre.ss,  for  it  is  the 
first  time  in  this  company’s  history 
that  they  will  have  active  sales  rep- 
re.sentation  in  this  market.  Miller 
has  traveled  the  south  extensively 
and  will  fit  into  Globe’s  .southern 
sales  picture  and  expansion  pro¬ 
gram  perfectly. 

♦  ♦  ♦ 

13  Dealers  Licensed  By 
East  Coast  Industries,  Inc. 

A  revolutionary  licen.see  .sy.stem 
for  .selling  combination  screen- 
storm  windows  which  makes  it  un¬ 
necessary  for  dealers  to  invest  any 
capital  and  al.so  frees  them  from 
the  res])on.sibility  and  expen.se  of 
installing  and  .servicing  the  win¬ 
dows,  has  just  been  placed  into  ef¬ 
fect  by  East  Coa.st  Indu.stries,  Inc., 
\'alley  Stream,  L.  I. 

Thirteen  dealers  in  the  New 
York  Metropolitan  area  have  al¬ 
ready  been  licensed  by  East  Coast 
to  sell  its  Wisco  line  of  triple-track 
windows  and  doors,  it  was  an¬ 
nounced  by  Erne.st  Vaughn,  presi¬ 
dent.  While  retaining  their  own 
identities,  these  dealers  will  hence¬ 
forth  carry  the  Ea.st  Coast  Indii.s- 
tries  sign  above  their  own.  Initial 
licensees  are: 

Capitol  Glass  Co.,  Peekskill ;  Con- 
.solidated  Aluminum  Products,  Inc., 
Brooklyn  :  F]gert  Sales  Co.,  Garden 
City ;  Flexolite,  Brooklyn ;  Emil  J. 
Gimple,  Glendale:  M.  &  II.  Gitel- 
son.  The  Bronx;  John  J.  Higgins, 
Staten  Island:  Hollywood  Vene¬ 
tian  Blind  &  Storm  Window  Co., 
Poughkeepsie:  Maje.stic  Aluminum 
Window  Co.,  Brooklyn;  Nair  Win¬ 
dow  Co.,  Brooklyn;  Re-New,  Inc., 
The  Bronx;  Will.son  &  Adams  Co., 
Mt.  Vernon ;  George  Yost,  Hunting- 
ton,  L.  I. 


Under  this  plan,  Ea.st  Coast  a.s- 
sumes  full  responsibility  for  financ¬ 
ing  the  jiurchase  of  windows  by 
householders,  the  installation  of  the 
windows  and  furnishing  guaran¬ 
teed  service.  Moreover,  it  trains  the 
licensees’  .salesmen  in  its  factory  to 
enable  them  to  take  orders  intelli¬ 
gently,  measure  windows  proiierly, 
and  the  like. 

In.stead  of  allowing  the  licen.sees 
the  usual  di.scount  of  40  per  cent. 
East  Coa.st  will  in  the  future  allow 


them  .‘51  per  cent.  The  nine-point 
difference  will  cover  the  co.st  of 
the  service  to  be  borne  by  Ea.st 
Coa.st.  According  to  Mr.  Vaugn,  it 
co.sts  the  average  dealer  consider¬ 
ably  more  than  nine  points  to  in¬ 
stall  the  windows,  finance  their 
purchase  and  provide  guaranteed 
.service.  Thus,  the  Ea.st  Coa.st  plan 
will  not  only  free  the  licensee  of 
headaches,  but  it  will  also  increa.se 
his  profit  margin,  it  was  pointed 
out. 
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^The  MNaMtu*  TiU*  that  meann 


More 
Volume 


We  are  pleased  to  announce  that 
we  now  can  deliver  all  colors, 
as  previously  shown  in  our 
complete  line. 


aimsr 

COMPANY 

ma  nufactur»rt  of  pi  attic  tilo 

2938  West  63rd  Street 
Chicago  29,  Illinois 


GniLDCRCST 


2nd  Potline  Operating  At 
Kaiser's  New  Orleans  Plant 

Rushed  to  completion  85  days 
after  the  first  unit  bejran  produc¬ 
tion.  the  second  50.f)0().00()-pound- 
a-year  potline  at  Kaiser  Aluminum 
&  Chemical  Corporation’s  Chal- 
mette  primary  aluminum  i)lant 
near  New  Orleans  started  operat¬ 
ing  today — continuing!:  to  set  a  rec¬ 
ord  pace  for  the  aluminum  indus¬ 
try’s  nationwide  expansion. 

The  hu^re  New  Orleans  facility, 


now  one-fourth  completed,  already 
has  pushed  its  capacity  to  the 
10().000,000-pound  mark — in  itself 
more  than  many  entire  plants. 

Completion  of  the  second  potline 
came  approximately  a  year  after 
fTround-breakinj?  for  the  eight-pot- 
line  plant,  which  will  be  the  coun¬ 
try’s  largest  aluminum  producer. 
Its  400,000,000-pound  annual  ca¬ 
pacity  will  be  more  than  the  Unit¬ 
ed  States’  entire  pre-war  aluminum 
production. 


Meeting  Customer  Objections 

By  V.  F.  Gunning 

According  to  H.  A.  Calahan 
writing  for  Printer’s  Ink,  one  of 
of  the  hurdles  that  a  .salesman  fre¬ 
quently  comes  a  cropper  on  are 
alibis.  It  .seems  to  me  he  has  some¬ 
thing  there.  Alibis  can’t  be  dis¬ 
solved  because  they  are  a  personal 
factor  unknown  to  the  salesman. 

If  the  customer  objects  to  some 
feature  about  the  product,  the 
.salesman  is  ready  to  meet  his  ob¬ 
jection  with  sound  argument,  but 
if  the  prospect  listens  to  the  .sales 
story  then  hems  and  haws  and  re¬ 
marks  that  he  hasn’t  got  the  money, 
the  salesman  is  .stuck.  He  certainly 
can’t  tell  the  man  he  does  have  the 
money.  This  is  an  alibi  and  one 
which  is  used  frequently. 

The  next  alibi  which  Mr.  Cala¬ 
han  says  is  u.sed  almost  as  often 
is;  “but  I  have  to  talk  this  over 
with  my  wife.”  This  last,  of  course, 
is  not  so  important  to  specialty 
salesmen,  since  mo.st  .sales  are  made 
in  the  home  and  the  wife  is  usually 
present. 

Alibi  Treatment 

Now  here  is  the  treatment  for 
:  alibis  ...  to  be  api)lied  with  care 
and  good  judgment.  Dispose  of  the 
'  alibi  before  the  i)ros{HH;t  has  a 
i  chance  to  voice  it. 

One  .salesman,  u.sed  to  handle  the 
situation  by  iwlitely  remarking  at 
the  beginning  of  his  “pitch,”  “Be¬ 
fore  I  tell  you  about  blank  product, 

I  want  to  ask  you  two  questions. 
They  may  .seem  impertinent,  but 
really  they  are  not.  I  ju.st  want 
to  save  your  time  and  mine. 

First,  have  you  blank  amount  of 
money  to  inve.st  in  a  proposition 
that  would  intere.st  you?  I  am  ask¬ 
ing  because  if  you  haven’t  that 
much  money  immediately  available, 
we  would  be  wasting  our  time. 
Have  you?” 

If  the  prospect  answered  “No,” 
the  .salesman  packed  up  and  left. 
It  really  was  a  waste  of  time  to 
sell  a  man  who  did  not  have  the 
money. 

The  second  alibi  can  be  gotten 
out  of  the  way  by  saying  something 


INSTALL 


k|l  aluminum  surfaces.  Solid  ponderosa 
core  befween  aluminum.  > 

BB^nique  patents — adjusts  to 


Watch  For  Our  Announcement 
of  Something 

NEW  AND  SENSATIONAL 

in  the 

FAMOUS  QUINCY  LINE 


HESS  MANUFACTURING  CO. 

QUINCY,  PA. 


May,  1952 

like  thi.s.  “I  think  that  your  wife 
would  be  very  much  interested  in 
what  I  have  to  say.  Will  you  ask 
her  to  spare  a  few  minutes  of  her 
time?”  If  the  wife  is  not  home,  the 
sale.sman  should  then  make  a  defin¬ 
ite  appointment  to  see  both  of  them 
together. 

With  those  two  alibis  out  of 
the  way,  the  .salesman  can  then 
proceed  with  his  .sales  talk.  The 
important  part  played  by  the 
haven’t-got-the- money  and  must- 
ask-my-wife  objections  becomes 
clear  when  it  is  realized  that  these 
old  gags  are  u.sed  90%  of  the  time. 
Dispose  of  them  in  advance  and 
your  way  is  open  to  concentrate  on 
the  real  battle. 

— Ky  Enthusiast 


/  Send  a  photo  of  your  favorite  / 
'  installation  to  this  publica-  ' 
tion.  , 

>  Write  To:  > 

;  BUILDING  SPECIALTIES  ; 
c  425  Fourth  Ave.  / 

^  N.  Y.  16,  N.  Y.  / 


miracle 

PRODUCTS  COMPANY 

15221  W.  11  MILE  RD.  BERKLEY,  MICH. 


Costs  Got  You  Down? 


KESSLER 

Glass  Retainer  Splines 
Screen  Retainer  Splines 

Assure  you  of  Better 
Windows  and  Doors— Elimi¬ 
nate  Labor  —  Cut  Costs 

For  Aluminum,  Wood  or  Plastic  Windows, 
Doors 


Don't  Delay 
Order  !%ow  for 
Prompt  Delivery! 


KESSLER  PRODUCTS  (0. 

1064  W.  Federal  St.  Phone  39335 
Youngstown,  Ohio 

Specialists  in  plastic  extrusions  for  the 
Storm  Window  Industry 


nTT'nv 

n-i-'-'.T'' 


Manufacturing  Co.,  Lancaster  2,  Pa. 


PROFIT 


Growing 

J  K'  1  KrOTf  :  f 


Market  f 

nedHtetmaStet^ 


MANUFACTURING  COMPANY 
P.  O.  Box  1068  B5  Miami  6,  Florida 


GLASS  LOUVERED  WINDOW 


'  A  OO 


ck  *»' 


BUILDING  SPECIALTIES 


WHATtViR  YOU  WANT  IN  JALOUSIIS 
WlATHlRMASTiR  HAS  ITI 


One  window  that  can  be  sold  for 
residential  and  cammercial  build¬ 
ings.. .A  window  that  provides 
any  room  with  cooling  ventilation 
through  horizontal  glass  louvers... 
An  extruded  window  that  seals  tight 
against  the  weather ...  Channels 
fresh  air,  yet  eliminates  drafts... Yes, 
here  is  a  window  that  will  bring  you 
more  sales  in  an  expanding  market ! 


SlIOING  MULLION 
StCriON  of  hell  ore 
welded  aluminum  frome 
speeds  installotion. 


SILENT  ROTO 
OPERATOR  odjusts  glass 
louvers  to  any  position. 


SPECIAL  CLIP 
AND  TAB  keep  4'' or 
5W"€lear  or  obscure 
gloss  louvers  snug  and 
rottle-free. 


ALUMINUM 
HARDWARE  precision 
designed  for  endurance, 
**  smooth -as-a- rolling  - 
boll*  operation. 


REMOVABLE 
ALUMINUM  SCREEN 
is  easily  replaced 
^ith  storm  sash  in 
extreme  weather. 


New  Products 

(Coutimud  from  Page  .37) 


SiftHrially  de-si^ned  rust-proofed  ten¬ 
sion  sjfrinjr.s  hold  the  lower  storm 
panel  oj>en  in  any  position.  None  of 
the  in.serts  can  be  opened  from  the  j 
outside,  making  the  window  prow¬ 
ler-proof. 

One  of  the  features  of  “The  Sen¬ 
tinel”  is  the  patented  “Adjust-o- 
Sill".  This  sill  is  adjustable  in  two  : 
directions  .  .  .  for  frame  opening 
height,  and  for  combination  window 
opening.  Out-of-.square  window 
frames  are  .squared  up  by  a  simple 
.screw  adjustment  at  time  of  instal¬ 
lation.  This  feature  is  particularly 
important  when  installations  are 
made  on  new  hou.ses,  where  win¬ 
dows  are  .square  at  time  of  instal-  i 
lation,  but  get  out-of-.square  when 
the  hou.se  .settles. 

Designed  to  mount  on  the  face 
of  the  blind  stops,  “The  Sentinel” 
is  e.xceptionally  attractive  on  “Bo.s- 
ton”  or  “New  England”  windows. 
The  overall  thickness  of  “The  Sen¬ 
tinel”  is  only  •'  | ",  and  when  mount- 


•  Pratt  Braka  Formad  Joloutie  Windowt 
•  Aluminum  Joloutta  Hordwor* 

WetStUtmaS^ 

JALOUSIE  AND  WINDOW 


Pionaar  Monufocturtrt  of  Extrudtd  Jaloutit 
Windowt  and  Ooort  •  Aluminum  Porch  Joloutiat 


.Manufacturers  of 
.MADE-TO-ORDER  Aluminum 
Awnings  and  Storm  'X'indows. 

★  You  can  be  set  up  in  the  Alum¬ 
inum  Awning  business  by  mail 
— or  by  our  Eactory  Representa¬ 
tive. 

★  NO  BAS/C  INVENTORY  RE¬ 
QUIREMENTS.  ORDER  AS 
YOU  SELL. 

★  Our  Awnings  are  shipped 
Knock-Down  and  arc  the  Easi¬ 
est  to  Assemble  and  Install. 


ALUMINUM  AWNING  CORP. 

of  CHICAGO 

3949  S.  FEDERAL  ST.,  CHICAGO  9,  111. 
WAgner  4-9700 


i 

i 


1 
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ed  on  “Boston”  casinjrs,  mounts 
flush,  with  no  projection 

Availability  of  “The  Sentinel” 
combination  window  is  limited  at 
present  to  New  Enjrland,  Eastern 
New  York  and  New  Jersey. 

«  ♦  ♦ 

New  One-Coat 
Masonry  Coating 

Introduction  of  a  new  one-coat 
Masonry  Paint  is  announced  by 
United  Laboratories,  Inc.  Called 
“Ma.son-Coat  No.  310”,  the  product 
is  an  oil  base  paint  designed  for 
the  two-fold  duty  of  decoration  and 
l)rotection  against  moisture  infil¬ 
tration. 

It  is  applicable  to  both  interior 
and  exterior  surfaces  of  concrete 
block,  cement,  brick,  stucco,  asbes¬ 
tos  cement  siding  and  other  similar 
masonry  surfaces.  Mason-Coat  may 
be  ai)plied  by  brush  or  spray  over 
either  new  masonry  or  surfaces 
that  have  been  previously  painted. 
Being  extremely  ela.stic,  it  with¬ 
stands  severe  weather  and  temi)era- 
ture  changes. 

{CoxtiiiKcd  oil  Page  70) 


One  Source  for  All 

ALUMINUM 

Window-Screen-Door 

NEEDS 

• 

Psychiatric  Screens 
Extruded  Sections 
Springs,  Catches 
Rolled  Sections 
Basic  Windows 
Misc.  Items 

Double  Hung  Combinations 
Commercial  Sash  &  Screens 
Casement  Sash  &  Screens 
Industrial  Screens 
Doors 


KAUFMANN  (0. 

17210  GABLE.  DETROIT  12.  MICH. 
TWinbrook  3-2000 


0  '•  to  match  or  harmonize  with 
all  building  materials 


C/UM  mmm  compouhd 

in  26  PERMAHENT  COLORS 


Now  select  a  CALBAR  Caulking  Compound  to  match 
brick,  asbestos-cement  siding,  shingles,  metal  or 
wood  ...  in  ANY  color  required  .  .  .  including 
black,  brilliant  white  or  aluminum.  And  remember, 
CALBAR  is  non  hardening  and  non-staining,  and 
complies  with  Federal  Specifications  and  those  of 
the  Asbestos  Cement  Products  Association. 

Write  today  for  complete  Information 

CALBAR  PAINT  S  VARNISH  CO. 

2612-26  N.  Martha  St.  •  Phila.  25,  Pa. 

AAonufactureri  of  Technical  Products 


Mr.  Dealer:  Exclusive  Territory  Now  Available. 


“PILGRIM’" 

“MIRACLE 

GRIP” 

Potent  Applied  for 


ALUMINUM 

RAILING 


One  of  the  most  important  inventions  of  recent  years,  "The 
Miracle  Grip"mokes  aluminum  railings  available  to  all  dealers  at 
prices.  Successfully  sold  in  the  Pittsburgh  area  since  1950. 

Now  ready  for  ANY  market.  With  this  new  idea,  the  railing  industry  is  simplified  so  thot 
a  novice  con  start  off.  Profitoble.  No  Welding  —  Ever.  100%  mark-up. 

It's  new,  revolutionary  and  foolproof.  100%  mark  up  —  You  assemble  or  we  assemble 

”w,i7  I..  W.  4'KE>IE.\K 


AN  IDEAL  K.D.  PRODUCT 
ASSEMBLED  WITH  SIMPLE  TOOLS 


O*  922  E.  Ohio  St.  Pittsburgh  12,  Pa. 

PHONE  Alleghany  1-1141 
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V-^ec^  "KD  ”  WINDOW  KITS  ^ 


MAKE  YOU  MORE  MONEY 


ASSEMBLE  These  Aluminum  Combination 
Storm  Windows  YOURSELF. 

NO  EXPENSIVE  EQUIPMENT  NEEDED! 

Smart  dealers  are  buying  V'-Seal  knocked* 
down,  "picture  frame”  windows — assembling 
them  themselves  and  pocketing  the  savings. 
Assembly  of  these  sturdy  windows  is  easy 
— only  SI 0.00  worth  of  tools  necessary. 
Anyone  can  do  it — in  the  shop  or  on  the  (oh.. 

Installation  is  just  as  simple.  New,  exclusive 
V-Seal  "picture  frame”  construc¬ 
tion  fits  all  modular  windows — 
gives  weathertight  fit — ends  costly 
on-the-job  fitting  and  adjustment. 


I>y  at  Distribotors  Prices  .  .  .  Moke 
CaoibMied  DistrUMrtor,  Deoier  OMi  Retailer’s  Proit 

All  V-Seal  products — Aluminum  Combination 
Windows.  Storm  Sash  for  Steel  Casements  and 
Basement  Sash  can  be  bought  knocked  down — a 
feature  that  makes  it  possible  for  you  to  sell  them 
lower,  yet  make  more  profit. 

Eastern  Division,  47t  Belmont 
Avenue,  Holedon,  New  Jersey 


The  Complete  line  of 

Combinotion  Storm  Windows 
plus  Storm  Sash  tor  Stool 
Cosomonts  ond  Bosomont 
Windows. 


Western  Division,  1134  $.  4th  Street,  St.  Louis,  Missouri 


far  4aMl«  Oid  pritef 


y-SetU  CORPORATION 

1300  Batavia  Avenue,  Royal  Oak,  Michigan 


I  NEW 
I  CONSTRUCTION 


REMOOEIING 


You  con  build  extra  volume  FAST  with 
ShoDoCo's  profitable  line  ot  shower 
doors,  tub  enclosures,  and  doylight 
shower  stalls!  Finest  in  the  country, 
beautiful  as  well  as  procticol,  these 
enclosures  odd  luxury  to  any  bathroom 
Yet  the  prices  ore  designed  tor  the 
*'averoge"  budget,  with  "obovc  the 
overage"  profits  for  you! 


Double  Rollaway  Tub  Enclosures  install  on  any 
wall  surface  without  screws  or  drilling!  Auto¬ 
matic  interlocking  parts  form  a  rigid  unit  that 
tits  any  size  opening.  Adjustable  jambs  on 
shower  doors  compensate  tor  any  out-of- 
plumb  walls — insure  quick  and  easy  installa¬ 
tion. 

Write  today  tor  detailed  information  on  this 
great  line. 


OF  AMCRICA 

971  Strf  t,  N.  i.'  Atlofil*  5, 0«. 

*  eU  WnMnenme" 


New  Products 

{Continued  from  Page  69) 

i  Ma.son-Coat  is  very  heavy  in  con¬ 
sistency  but  brushes  out  with  ease. 
It  has  excellent  hiding  qualitie.; 
and  its  one-coat  feature  makes  it 
'  especially  economical.  Available  in 
white  and  several  attractive  tints. 

9  «  * 

Youngstown  Adds  Rotary 
Comer  Wall  Cabinet 

A  Rotary  Corner  Wall  Cabinet 
has  been  added  to  the  Youngstown 
Kitchens  line.  Three  circular 
shelves,  each  22  inches  in  diameter, 
hold  dozens  of  cans,  bottles,  pack¬ 
ages  or  dishes  which  can  be  brought 
to  the  front  with  the  flick  of  a 
finger. 


The  shelves  are  welded  to  a  cen¬ 
ter  post  which  turns  on  a  ball  bear¬ 
ing.  An  upturned  flange  on  each 
shelf  keeps  items  from  falling.  Door 
of  the  cabinet  is  gently  curved,  fol¬ 
lowing  contours  of  the  shelves.  The 
cabinet  measures  25  inches  along 
each  wall  and  is  :>(»  inches  high. 

*  4  4 

New  Product  Tones  Up 
Zeolite  Water  Softeners 

Zeolite  water  softeners  usually 
!  are  called  upon  to  do  double  duty. 

Householders  expect  them  not  only 
,  to  soften  the  water  but  al.so  to  fil- 
:  ter  out  sediment,  organic  matter 
and  other  foreign  material  which 
may  be  present  in  the  water.  As  a 
result  they  become  fouled,  and  the 
bed  of  zeolite  or  resinous  mineral 
!  particles  become  coated  so  that 
j  their  efficiency  for  softening  water 
I  is  reduced. 

i  To  cope  with  this  problem  and 
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keep  the  zeolite  or  mineral  bed 
clean  and  efficient,  Calgon,  Inc., 
the  makers  of  the  well-known  wa¬ 
ter  conditioner  “Calgon”  and  of 
“Micromet,”  have  developed  a  spe¬ 
cial  inexpensive  compound,  known 
as  “Zeotone,”  for  “toning  up”  the 
zeolite  mineral  bed. 

When  Zeotone  is  added  along 
with  the  salt  used  in  regenerating 
the  softener,  it  loosens  and  dis¬ 
penses  deposits  of  iron,  organic 
matter,  silt  and  other  foreign  mate¬ 
rial  which  is  filtered  out  of  the 
water  and  which  tends  to  coat  the 
zeolite  particles. 

Zeotone  contains  a  special  agent 
which  acts  to  sterilize  the  mineral 
bed  each  time  the  Zeotone  passes 
through  the  softener;  and  also  con¬ 
tains  a  corrosion  inhibitor  which 
helps  combat  the  rust  attack -on  the 
tank  w'alls. 

*  «  « 

Alumintun  Noils  Approved 
For  Red  Cedar  Shingles 

The  Red  Cedar  Shingle  Bureau 
has  officially  approved  the  use  of 
aluminum  nails  to  prevent  nail 
staining  of  cedar  shake  and  cedar 
shingles,  it  was  announced  by  Nich¬ 
ols  Wire  &  Aluminum  Company, 
Davenport,  Iowa. 

The  Red  Cedar  Shingle  Bureau’s 
approval  of  aluminum  nails  came 
after  the  Aluminum  Research  Lab¬ 
oratories  of  New  Kensington, 
Penn.sylvania,  had  comi)leted  ex¬ 
tensive  te.sts  on  aluminum  alloy 
nails  in  red  cedar  siding,  shakes 
and  shingles. 

*  *  * 

Portable  Window  Fan 

Here’s  a  combination  window 
and  portable  fan,  made  by  the  Lau 
Blower  Co.,  that  can  be  used  as  a 
kitchen  ventilator,  a  heat  distribu-  | 
tor,  for  floor  circulation,  on  a  table  | 
or  shelf,  for  bedroom  windows,  as  | 
either  an  exhaust  or  intake  fan,  or 
for  general  household  use. 

When  used  in  windows,  the  win¬ 
dow  can  be  opened  and  closed  freely 
without  moving  the  fan.  These  fans 
feature  many  safety  precautions 
and  comply  with  government 
standards. 
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ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 


THAT  WILL  BUILD 
YOUR  SALES  VOLUME 


it  Heavy  Corner  Construction 
•k  Top  Quality  Latch 
•k  Super  Heavy  Kick  Panel 
■k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


k  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


The  best  quality,  finest 
engineered  door  in  the  trade. 


Your  salesmen  can't  miss  with  the  Ellwood  Door  .  ,  ,  it  has 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures.  Also  ask  about  our  NEW  ONE-LIGHT  DOOR  with  the 
super  lock  and  extra  rigid  insert.  Use  the  Coupon,  or  Phone. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 

Ellwood  City,  Penno. 
Phone  2755 


C  A  I,  IFOR  N  I  A  R  K  I)  W  0  0  I) 


Band  Sawn-Premium  Quality 

You  may  use  the  experience  we  have  gained  over  many 
vears  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipment!  on  regular  schedule.. 

I.et  us  help  you  solve  your  problems. 

Direct  Mill  ShipmenU  Only 


Jbon  llacCy  3nc, 


(iiKiidiiin  HIdu. 


W  ( )od  \\  a  I  (1  d-llMi: 
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CUSTOM-BUILT 

IXTENDEL 

^ffi^AWNINGS 

^  WINDOWS.  DOORS.  PORCHES.  PATtCS 

Permanent  -^//~ Protection 


This  pioneer  aluminum  awn¬ 
ing  manufacturer  still  has  a 
few  choice  territories  avail¬ 
able  for  distributors  only. 

For  information  phone  or  write. 

WENDELL 

MANUFACTURING  (0. 

312  Goucher  Street  Johnstown.  Pa. 
Phone  34-6311 


Is  Cold  Canvassing  "Cold"? 

Who  concocted  tho.se  hoary 
phrases  anyway?  He  should  be 
linetl  up  ajrainst  a  red  brick  wall 
and  shot  in  the  face  with  a  ripe 
tomato. 

The  idea  may  be  the  ideas  of 
Solomon,  but  the  words  are  the 
words  of  oT  Mi.ssus  Malaprop  her¬ 
self.  Those  words  need  a  recast. 

“Old  fashioned !”  Who  wants  to 
be  that?  You  don’t.  And  neither  do 
those  bright  young  men  you  have 
been  breaking  in  as  .salesmen.  If 
you  tell  ’em :  “We  gotta  get  back 
to  good  old  fashioned  sellin!’’,  they 
might  crack:  “Say  bo.ss;  haven’t 
you  learned  (unifhiiHi  since  you 
sold  the  hoss-’n-buggy  ?’’  What  do 
you  say  then? 

What’s  the  matter  with  “basic 
■selling?”  Or  what  do  you  sugge.st 
to  replace  old  fashioned  “old  fash¬ 
ioned?” 

And  now  about  “cold  canvass?” 
Cnld  conva.ss?  It  had  letter  be  hot, 
brother!  It  had  better  be  “conva.s.s- 
ing”  done  by  men  full  of  fire,  .sold 
on  their  product,  eager  to  make 
converts;  men  with  guts;  men  who 
don’t  know  what  “quit”  means.  Oh 
.ves,  the  prospects  are  plenty  cold ; 
but  not  the  “canvass.” 

Then  why  not  call  it  “prime  can- 
va.ss”  .  .  .  “snap  canvass”  .  .  . 
“fresh  canva.ss”  or  “prosj)ecting”? 

( Don’t  look  now,  plea.se.  The  going 
is  tougher  this  time.)  That  old 
intriguingly  alliterative  “cold  can¬ 
vass”  is  hard  to  supplant,  but  it’s 
too  negative  for  the  language  of 
.selling. 


Have  you  done  any  installa¬ 
tions  that  you  consider  in¬ 
teresting? 

If  you  have,  send  us  a  photo¬ 
graph  of  it  together  with  all 
the  data,  your  name  and  ad¬ 
dress.  We  will  be  glad  to 
publish  your  installation 
photo. 

Write  To: 

BUILDING  SPECIALTIES 
425  Fourth  Ave. 

N.  Y.  16,  N.  Y. 


I  ROLLED  ALUMINUM 

SCREEN  FRAME  AND  SPLINE 

Precision  roll  formed  from  3  SH-16  aluminum 

Design  based  upon  the  most  popular  profile  sec¬ 
tions  now  being  used  by  leading  fabricators  and 
KD  plants.  Easier  fabrication  and  low  co>t  puts 
you  in  line  with  any  competition. 

Send  for  FREE  SAMPLE  and  price  information 
stating  quantity  and  lengths  desired.  Available 
for  prompt  delivery  direct  from  our  own  mill. 
Minimum  order  of  10,000  feet  in  sizes  3  feet  to 
21  feet.  Packed  in  fibre  cartons. 


Write  R.  D.  WERNER  CO.  INC. 

Industrial  Division 

295  Fifth  Avenue,  N.  Y.  16,  N  Y  MU  6-2595 

Miniitacturers  Basic  Aluininum  Eitrusions  and  Roll  lorintd  Pioducls 


I  N  E  W  i  I 

MITRED 

2-PANEL 

DOOR 

e  Heavy  H-Beam  Construction 
Gussets 

e  Hollow  Mullions 
e  Beautiful  Ribbed  Face 
li  Smooth  Interior 
e  Three  stainless  half-con¬ 
cealed  hinges  riveted  to  Z-Bar. 
e  8  Points  of  Attachments  make 
it  Sag-proof 


Inquire  for  our  new 

LOW.  LOW  PRICES 

Write  for  informotion  on  our  K.  D. 
Plon  or  Distributorships. 


ELMO  NT  “c5>= 

575  Hempstead  Turnpike 
Elmont,  N.  Y. 

FLoral  Park  4-3620 
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Schumacher’s 

hrand-new, 


grand-selling 

MMfm 

COMBINATION  WINDOW 


Just  what  the  dealer  ordered  ...  a  combination  window  with  plenty 
of  extra  features  .  .  .  extras  that  don't  cost  extra.  Check  'em 
yourself: 

•  Made  of  certified  clear  kiln-dried  Redwood. 

•  Factory-assembled,  complete  with  cadmium  plated 
hardware. 

•  Fits  any  standard  opening  —  no  planing  or  trimming 
needed. 

•  Easy,  low-cost  installation. 

•  Competitively  priced  .  .  .  but  built  in  the  tradition  of 
Schumacher's  top  quality  .  .  .  backed  by  over  60  years' 
experience. 

•  Self-storing  feature  available  on  request. 

Add  to  these  features  Schumacher's  usually  fast  delivery  PLUS  the 
availability  of  high  quality  Schumacher  combination  doors  .  .  .  and 
you  have  the  hottest  story  in  the  combination  window  business. 


Control  Receipts  For 
Your  Mcrteriols 

The  control  receipt  of  your  mate¬ 
rials  to  get  what  you  pay  for  is  vi¬ 
tally  important  to  contractors  and 
dealers  particularly  in  these  hectic 
time.s.  Here  is  what  the  book  “How 
to  Run  a  Small  Busine.s.s”  by  J.  K. 
La.s.ser,  has  to  .say  on  this  subject. 

You  need  to  specify  by  item 
which  materials  are  to  be  weighed, 
partly  counted,  or  fully  counted. 
Don’t  expect  employees  to  be  mind 
readers  —  tell  them  what  has  been 
purchased  and  how  to  check  it.  If 
left  to  their  own  devices,  they  may 
incur  co.sts  out  of  proportion  on 
unimportant  points. 

Make  sure  a  full  report  of  re¬ 
ceipt  and  inspection  reaches  you 
before  you  pay  a  bill.  If  some 
trouble  occurs  repeatedly,  check  if 
it  is  the  fault  of  your  .supplier  or 
of  impractical  specifications. 

Be  certain  that  your  receiving 
process  meets  the.se  simple  rules  to 
avoid  fraud  and  lo.ss: 

Counts,  weights,  and  measures 
all  incoming  materials 

Provides  for  independent  inspec¬ 
tion  for  quality 

Maintains  adequate  records  of 
receipts 

Records  receipt  of  all  materials 
upon  the  copy  of  a  purcha.se 
order  or  a  receiving  report 

Check  freight  and  transporta¬ 
tion  charges,  and  checks 
whether  the.se  are  to  be 
charged  back  to  suppliers 

Checks  all  freight  bills  for  classi¬ 
fication  and  rates,  and  against 
freight  allowances 

Tabulates  results  of  inspections  I 
to  inform  you  of  the  reliability  ■ 
of  suppliers 

Ensures  that  the  receiving  clerks 
do  not  conduct  negotiations 
with  suppliers  about  adjust¬ 
ments,  rejections,  etc. 

Locate  your  receiving  depart¬ 
ment  properly  if  you  hope  to  cut 
co.sts.  Give  consideration  to  trans- 
jHirtation  facilities  for  deliveries  if 
you  can  reduce  re-handling  in 
transferring  to  stores  as  much  as 
possible  —  especially  of  heavy 
materials  that  are  going  directly 
to  production  departments. 


Make  the  inspection  in  your  re¬ 
ceiving  junction  a  primary  respon¬ 
sibility.  Make  someone  definitely 
responsible  for  checking  the  quan¬ 
tity  and  quality  of  material. 

«  *  * 

How  To  Bring  Customers 
To  Your  Showroom 

If  you  plan  to  open  a  new  store 
or  showroom,  here  are  some  tested 
ideas  that  have  proven  themselves 
for  that  type  of  occasion :  Offer  the 
ladies  free  cor.sages;  run  frequent 


free-gift  drawings  and  pass  out 
coupons  as  customers  enter  .store; 
take  pictures  of  all  attendees  or 
just  the  women  and  reque.st  that 
tho.se  who  had  their  photos  taken 
can  receive  free  prints  if  they  re¬ 
turn  to  the  store  or  showroom  at  a 
specified  time.  Another  “hint”  that 
arou.ses  interest  is  to  paint  a  large 
que.stion  mark  outside  the  building 
while  remodeling  is  under  way. 
This  gimmick  arou.ses  speculation 
and  helps  pass  the  word  around 
alx)ut  your  .store. 
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BUILDING  SPECIALTIES 


A 


Adain.s  Engineering  (  o .  63 

Air  Master  Co .  43 

Aluma  Kraft  Manufacturing  Co... 36-39 

Alumicase  Mfg.  ('o .  tl 

.Alumidor  .Mfg.  Co .  47 

Alumatic  Corp  of  America .  2 

Aluminum  Fabricating  Co. 

of  Pittsburgh  .  16 

Andrea  Mfg.  Corp. .  5H 

Arrow  .Metal  Products  Corp .  .58 

|{ 

Kain  &  Co.,  Inc .  19 

Barnhart  Co.,  The  A  \V .  .53 

Beaux  Art  Crafts .  74 

Building  Specialties  .  22 

C 

Calbar  Paint  &  Varnish  Co .  69 

Calder  Mfg.  Co .  68 

Campbell  Sash  M’orks .  36 

Carbozite  I’rotective  t  oatings,  Inc..  .  17 

Ca-Stone  Pr«»ducts.  Inc .  6 

Challenger  Products,  inc .  43 

Charles  Mfg.  Co. .  63 

Childers  Mfg.  Co .  37 

Clearview -Louver  Window  Corp....  33 

Comp<i  Miracle  Products  Co .  67 

Corson  Mfg.  Co.,  Ben .  31 

Cool-Bay  .Metal  .Awning  Co .  68 

Cremens,  L.  W .  69 

C-Thru  .Aluminum  .Awning  to .  61 

I) 

l)ec-()-(irilles,  Inc .  30 

Dewatex  .Mfg.  Co.  7 

Diamond  Building  Products  Corp....  26 
Dustite  Products  to .  30 

E 

Eagle-Picher  Sales  Co.,  The .  12 

Elmont  Mfg.  Co .  72 

Ellw<M>d  Aluminum  Door  t  o... 

Inc.,  The  .  71 

Emco  Cement  Products,  Inc. 

Back  Cover 
F 

Feather-Lite  .Mfg.  Co .  60 

Federal  Sash  &  Screen .  14 

Fire-Lite  Alarms  .  62 

Floral  A’enetian  Blind .  33 

C 

Grant  .Metal  .Mfg.,  G .  64 

Gregg  Engineering  Co .  20 

Guildcrest  Co.,  The .  66 

H 

Heather  Stone  Corp.  of  .America..  31 
Hess  .Manufacturing  (  o .  67 

I 

Industrial  Besearch  Engineering...  22 
J 

Jamaica  Sash  &  Door  Co .  37 


K 

Kaufman  Corporation  .  69 

Kessler  Products  Co .  67 

Keystone  .Alloys  Co .  62 

L 

Ludman  Corp  .  4-5 

.M 

.Metal  Tile  Products,  Inc .  48 

.Mort  Company  .  53 

N 

National  .Metal  Products  Co .  23 

Nash  Mfg.  Co .  54 

O 

Old  Quaker  Paint  Co.,  Inc .  10 

P 

Paralastics  Products  Company .  64 

Perfection  Jalousies,  tnc .  52 

Peerless  Grille  Co .  72 

Pro-Tect-C -Jalousie  »  orp .  9 

B 

Be-Nu-It  Corp .  21 

Bolaglass  Equipment  Co.,  Inc .  20 

Bon-Del,  Inc .  13 

Hoofing,  Siding  &  Building 
Specialties  .Alanual  .  22 

S 

Samcoe  Iron  Co.,  The  Wm.  J .  38 

Schumacher  Co,  The  F.  Ei .  73 

Shower  Dimr  Co.,  of  .America .  70 

Skaggs  .Mfg.  Co.,  Inc .  39 

Stahl  Industries,  Inc .  3 

Storm  Windows  of  .Aluminum,  Inc..  .  53 

Storm  Wizard  Door .  48 

.Sun  .Sash  Company .  24 

T 

Trade-AA  ind  Motorfans,  Inc .  64 

Trimedge,  Inc .  22 

I 

I'niversal  Fabricators  .  49 

A 

V-.Seal  Corporation  .  70 

A'erflex  Sales  Corporation .  13 

AA 

AA'allace,  Inc,  Don  B .  71 

AA'arner  .Mfg.  Corp .  8 

Weathermaster  Jalousie  &  AVindow 

.Mfg.  Co .  64 

AA'eather-Tite  Company  .  18 

Webster's  Home  Special. ies .  57 

Wendal  .Manufacturing  Co .  72 

AAerner  Co.,  Inc.,  B.  D . 54-72 

AVinstrom  .Alanufacturing  to .  50 

AVil.son  .Mfg.  Co.,  L.  S .  46 

AVinter  Seal  Corporation .  11 

AA'insulite  .Alfg.  Co .  41 

A 

Youngstown  Industries,  Inc .  73 


CLASSIFIED  ADVERTISING 


SALEHS  HELP  WANTED 


S.AI.ES  REl’KF-SE.VTATIVE  WANTED:  .Man 
now  calling  tm  dealers  of  roofing,  siding,  Venetian 
blind  and  allied  fields  to  sell  I-ow-I’ricc  extruded 
atl-aluminiim  combination  storm  AA-iiidow  territory; 
New  Kngtand.  Middle  Atlantic,  Middle  West.  Will 
entertain  side-line  representative.  Write  B*>x  ^5V. 
Building  Si>ecialties,  4-5  Fourth  Ave.,  New  York 
16,  N.  V. 


MIS(  KLLANEOUS 


THK  PrBLlSHKRS  OF  Building  Specialties  are 
well  ac<tuainted  AAith  a  man  vaHo  would  be  an  asset 
to  any  maniiiacturing  organization.  He  is  an  ex¬ 
cellent  mechanic,  thoroughly  familiar  with  machin¬ 
ery.  He  has  an  inventive  mind,  and  is  practically  a 
genius  at  solving  *  how-to-do-it”  and  “how-to-make- 
It”  problems.  Me  is  extremely  trustworthy  and 
hard-VA'orkiiig.  He  is  now  in  his  own  business,  in 
another  field,  and  AAants  a  good  worthwhile  oppor¬ 
tunity  to  put  his  mechanical  ability  and  inventive- 
iieNS  to  work.  He  can  really  help  you  solve  your 
prtKluction  and  manufacturing  problems.  If  you 
have  a  (lOOI)  opp4irtunity  for  him,  write  Box  362. 
Building  SiH*ciallies.  42  Fourth  Ave.,  New  York 
16,  N.  Y. 


AfiCRKSSIVE  I.ONd  ESTABLISHED  Oregon 
firm  desires  distribution  in  Northwest  for  aluminum 
building  st>ecialties  to  add  to  the  present  line  now 
carried  by  our  aluminum  salesmen.  Would  con.sider 
assembling  items  in  our  plant.  Reply  Box  361. 
Building  Sjiecialties,  425  Fourth  Ave.,  New  York 
16,  Y.  r-52 

VENETIAN  BI.IND  .MANrEACTl  RER,  quality 
aluminum  and  Asood  blinds  Amishes  to  co»»rdinate 
sales  efforts  with  storm  sash  manufacturer  in  New 
York  and  New  Jersey.  Write  Box  360,  Building 
SiH*ciaIties,  42.5  Fourth  Ave.,  New  York  16,  Y. 


GLAMOUR  for  DOORS 
GOLDEN  PROFITS 
for  YOU 


Sell  your  customers  these  profitable  and 
attractive  aluminum  SCROLL-ETTS  which  fit 
any  door.  They  will  add  profit  to  every  door 
sole.  Finished  in  GLEAMING  WHITE  enamel 
or  SEMI-POLISHED  ALUMINUM. 

Write  for  Bulletin 
and  Trade  Discaunts 


Jleaux  ^rt  Crafts 


20t5  BROOKFIELD  RO 


PITTSBURGH  16  PA 


SHIELDALL 


YOUNGSTOWN  INDUSTRIES  INC 


Consumer  acceptance  has  been  met  .  .  .  everybody 
loves  "Shieldall”!  This  is  why  it’s  so  easy  to  sell. 

•  Die  cut,  sure-fit  parts 

•  Absolutely  leak  proof 

•  One  man  jiffy  installation 

•  Orders  filled  within  two  weeks 

•  Complete  line  of  dealer  aids 

•  Standard  and  circular  designs 

•  Rainbow  like  variety  of  colors 

•  Maximum  margin  of  profit  for  you 

•  Consumer  prices  that  fit  the  pocketbook 

FOR  COMPLETE  INFORMATION  CONTACT 


Your  Regular  Siding  ' 

.c.  >» 


INCREASE  YOUR  VOLUME!  ELIMINATE  COMPETITION  AND  PRICE  CUHING! 


BONDSTONE  hrin-JS  you  higher  profits  wllile  Satisfied  Salesmen:  larger  unit  sales  attract 
you  build  the  liu|>|>iest  sales  crew  you  ever  hail.  tpeool’y  i"*"- 

Sell  BONDSTONE  olon^  tvith  other  siding  and  tasy  ta  Sell;  An  exclusive  nationally  advertised 
eoliiitletely  eliminate  competition  and  price  cut-  product  for  both  commercial  and  home  jobs, 
tin*; I  BOSDSTONF]  matches  anv  natural  stone  in 

color,  texture  and  appearance  at  a  fraction  of  the  investment:  Your  FIRST  job  pays  for  yaur 

cost.  .4pplies  over  any  surface  .  .  .  inside  or  out  investment  in  BONDSTONE  equipment. 

.  .  .  on  old  buildings  or  new.  And  you  can  guaran-  (asy  Application;  Train  applicators  in  two 
tee  BONDSTONE  for  20  years!  days.  They  enjoy  the  easy  worki 

Exclusive  territories  open  for  qualified  Dealers! 


